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+1937 


A NEW calendar is now on the 
4 wall and we’re starting a 

brand new year. Somewhat 
reluctantly, for 1936 was good to the 
feed trade, you put out to sea again 
to explore and experiment, your reso- 
lutions serving as your compass. May 
every port you enter yield a hold full 
of gold and a deck laden with happi- 
ness. May you look back when this 
new year is ended and conscientiously 
feel that you have contributed to the 
best of your ability to the progress of 
a great industry. 
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Big Jo F lour has been sold in Waupun and by the 
Kohls, father and son, for four years longer than a half cen- 
tury. More proof that it really is “Best in the World”. 


Phillip Kohl started delivering BIG JO at an Early Age 


Tue KOHLS of Waupun have sold Big 
Jo flour longer than the members of any other family in Wisconsin. 
Louis P. Kohl made the first deliveries in 1883 and for the last 20 years 
they have been made from the successful flour and feed store operated 


by his son, Phillip A. Kohl. 


“There have been many business changes since the days of the horse 
and wagon to the present,” says Phil, “but Big Jo is still first in the favor 
of the housewives of Waupun. We are proud of our long association 
with Big Jo because we believe it is the best and also the most economical 
flour that money can buy.” 
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Glidden Soy Bean Meal 
of all kinds. 
Send for our regular daily and weekly quotations: 
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Firms that spend money to build good 
will are less likely to do anything that 
might nullify the effect of their advertis- 
ing than firms making no such invest- 
ment. It will pay readers to trade with 
The Feed Bag advertisers. 
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COAST TO COAST 
GRAIN SERVICE 


INCORPORATED 
Headquarters —MINNEAPOLIS, MINN. 


761 Chamber of Commerce 


Country Offices 


Fairmont, Minn. Crystal, N. Dak. 
Marshall, Minn. Sioux Falls, S. Dak. 
Williston, N. Dak. Lincoln, Neb. 


Terminal Offices 


Duluth 
Milwaukee 
Chicago 
Green Bay 
Cedar Rapids Omaha 
Toledo Memphis 


Winnepeg, Man. 


Buffalo 
Albany 
New York 
Boston 


Kansas City 
St. Louis 
Portland 
Spokane 
Seattle 

San Francisco 
Montreal, Que. 


Cargill, Incorporated, Seed Division 
Box 54, Minneapolis. 


Better Built Bags— 


BAG FACTORIES - COTTON MILL - BLEACHERY 


TALK asourt sacs! 


(Quoted from Customer’s Letters) 


“Certainly your action in this 
matter demonstrates the spirit 
‘of fairness which is of the high- 
est type, but that is in keeping 
with your performance in all 
transactions between us, and 
makes our business relations a 
real pleasure.” 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


(WERTHAN )— 
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Mixed Cars our Specialty 


ISCONSIN MILLING CO. 


Menomonie, Wisconsin 


DEMOUNTABLE! 


Save operating time and expense 
on repairs by installing this remark- 
able, new Demountable Screw 
Conveyor in your feed or grain 
plant. 


CO 


L. BURMEISTER CO. 


3225 W. Burnham St. @ Milwaukee, Wis. 
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feeds the SUNSHINE Way. 
Get this manual. Find out 
about territory that’s still 
open to live, aggressive feed 
dealers. 


HUBBARD’S 
SUNSHINE 
CONCENTRATE 


It’s complete—con- 
tains all the essen- 
tial vitamins, pro- 
teins and minerals. 
Mix it with your 
own grains to sell 
under your private 
label. Hubbard helps 
youmsees yeu 
through from form- 
ulas to advertising. 
Dealers everywhere 
show a big increase 
in volume and prof- 
its with their own 
brand of feeds made 
the HUBBARD SUN- 
SHINE WAY. 


MOTHER HUBBARD FLOURS 
MOTHER HUBBARD CEREALS 
HUBBARD SUNSHINE CON- 
CENTRATES AND MASHES 
HUBBARD SUNSHINE DOG 


HUBBARD MILLING CO. 


FOUNDED 1878 


Mankato, Minn. @ Eastern Plant: Ambridge, Pa. @ Dept. F-1 
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DAVID K. STEENBERGH, Managing Editor 


Volume Thirteen 


JANUARY, 1937 


Number One 


Starts Drive for Spring Business 


With Winter Visits to Trade 


Goetiel Follows Year ’Round Sales Program 


EEP hammering away at the farm 
trade on poultry feeds during the 
winter and by the time spring rolls 

around you will have developed enough 
contacts to double your business. 

That is the policy being employed by 
Arnold Goettel, manager of the feed de- 
partment of the H. P. Goettel & Sons 
Lumber Co., Central Square, N. Y. Last 
November 1 he announced to his cus- 
tomers that effective on that date a sales- 
man would call on them regularly, furnish 
them with price lists and market reports 
and help them with all their individual 
problems of feeding and growing. 

Early Bird Gets Worm 

Mr. Goettel’s real purpose in starting 
the salesman that early was to get him 
thoroughly acquainted with the trade, 
picking up orders whenever possible and 
then to cash in to the full extent on the 
spring poultry feed buying season. 

From the beginning five years ago H. 
P. Goettel & Sons Lumber Co. has fol- 
lowed carefully planned merchandising 
principles. During the first 11 months of 
1936 sales were 60 tons ahead of the 
entire previous yeir and Mr. Goettel has 
full confidence that he can better this 
record during 1937. 

A mailing list of 600 names was the 
nucleus around which customers of good 
credit standing were built. Market lists 
and timely suggestions were sent out 
regularly each month. Customers who 
came to the mill or the office were wel- 
comed and their problems given careful 
and scientific consideration. 

Names Carefully Selected 

A loose-leaf note book system was de- 
veloped, whereby a sort of weeding out 
and rearranging of customers’ and pros- 
pects’ names could be maintained. 

“We have tried to be the first to intro- 
duce new service and new help for the 
farmer,” said Mr. Goettel, “We were al- 
ways encouraged to try out any new ideas 
we had and were given a free hand from 
the time we were children. Applied to the 
feed business, it meant that we were one 
of the first to give free delivery of pur- 
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chases over 500 pounds; we were one of 
the first to circularize the farmers and 
we are also one of the first to have an 
outside salesman.” 

It is Mr. Goettel’s belief that by putting 
on the salesman now, a good start would 
be made toward a boom business in chick 
feed, seed, fertilizer, etc. in the spring; 
and although this plan has been in opera- 
tion for only a month, Mr. Goettel feels 
that all indications are for a successful 
year. 

Follows Regular Routes 

The salesman has carefully planned 
routes to follow and during the first 
month, educated the farmers to expect 
him on a certain day each week. As he 
covers a territory of some 15 or 20 miles 
in extent it is impossible for him to see 
each customer every week but by making 
his schedule known the farmer knows 
about when to expect him and plans ac- 
cordingly. 

With a salesman visiting the farms, a 
report is kept of the farmer’s manage- 
ment of his farm and comments noted 
which help to determine the credit situa- 
tion in each case. 

Anxious to Help Farmer 

The mill itself is located three miles 
from the main office in Central Square 
and is in charge of Lee Hendrick who 
displays the same friendly and coopera- 
tive spirit that is evident in the main 
office. A farmer comes in, for instance, 
to have some of his own grain ground 
and to get some advice on a formula he 
has been using. While the grain is being 
taken care of, Mr. Goettel helps him with 
his formula, makes suggestions of a prac- 
tical nature and then wants to know how 
the farmer’s experiments with soy beans 
are progressing, discusses the situation 
thoroughly and perhaps gives him a 
pamphlet he has obtained on the subject. 

“We believe in modern, experimental 
methods,” he tells the farmers. “For in 
the last analysis your prosperity is our 
prosperity and we’re here to help and en- 
courage you all we can.” 

Machinery was installed in the mill at 


the start to make possible the utilizing of 
all home grown grains and to combine 
them with commercial products. There 
is a hammer mill for grinding, a modern 
batch mixer, the latest type of cold process 
molasses mixer and a corn cutter. A huge 
cistern for storing molasses directly as 
it is taken from the tank cars is another 
feature of the mill. 

The building itself, which was originally 
a storage barn for hay for Erie canal boat 
horses, has been improved and added to 
since it was taken over in 1931. And with 
the efficient management and _ friendly 
cooperative spirit manifest, it is not to be 
wondered at, that the farmers in the 
vicinity are showing their appreciation by 
becoming steady customers. 


e FRED HATCH, Mount Pleasant, Ia., 
is the manager of the new feed and seed 
store which has opened for business in 
West Liberty, Ia. 


e JOHN ERBES, Freenfield, Ia., has 
purchased the Pearson barber shop and 
will repair and remodel it as an addition 
to his feed store. 


@e MONARCH ELEVATOR CO., Lake 
Park, Minn., has completed a new addi- 
tion to its plant which will be used for a 
warehouse and milling room. 


e BIG Y FEED CO., Danbury, Conn., 
is constructing a new building, 60x100 
feet and one story high, to take care of 
increasing business. 


@e WALLACE OGDAHL has purchased 
the Glenwood mill, Glenwood, Minn., 
owned and operated for the past 12 years 
by George W. Hughes. 


e SARGENT & CO., Des Moines, Ia., 
has installed an electrically heated mo- 
lasses mixer in its feed manufacturing 
plant. 


e O. A. OLSON elevator, Astor, Ia., has 
been sold to W. K. Hall, Cresco. 
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Offered Reward 
The territory served by a Michigan 


dealer was repeatedly victimized by 
chicken thieves and when one of the 
farmers who attempted to apprehend 
them was severly beaten, the feed man 
decided it was time to step in and halt 
the criminals. He announced in an adver- 
tisement in his local paper that he would 
post a reward of $50.00 for anyone offer- 
ing information leading to the arrest and 
conviction of the men who committed the 
crimes. This noble gesture, although made 
with a purely unselfish motive, won the 
hearts in the community and brought him 
many new customers. The chicken thieves 
were caught later and the reward paid. 


Get in Line With the 
“SAVE THE 
SOIL” 


PROGRAM 


OUTSELLS 
ALL 
OTHERS 


@ Oldest inoculation 
in the world—used by 
farmers for over 37 
years. Proved by 


FOR BEST 
RESULTS 


LOWEST PRICES 
IN NITRAGIN HISTORY 


his Month In Your Feed Store 


@ Live Tips To Help You Get More Business @ 


Blackboard Ad 


Once a week a live wire dealer in Ohio 
writes a question on the blackboard and 
gets his wife to write an answer. The 
questions and answers are all aimed at 
the pointing out of the quality of the feed 
which he handles and the advantages to 
be gained by patronizing his store. On 


THE Original 
LEGUME INOCULANT 


practical experience 

and constantly im- 

proved by scientific ALFALFA, ALL CLOVERS LESPEDEZA 

research. Consumer Consumer 

at Size Size Inoculates Price 

bacteria in every can 1 bu. 30 Ibs. seed $ .35 each 
bu. 30 Ibs. seed $ .35 each 


plainly printed on the 
label. 


PEANUTS, SOY BEANS, COW 


VETCH, AUSTRIAN PEAS, CA- 
NADIAN PEAS AND BEANS 


PEAS, AND LIMA BEANS tent 
@ First to put expi- : 4 
ean for protection o " 
dealers and farmers 1 bu 60 Ibs. seed $ .35 each $ 
against stale stock. 2 bu. 120 Ibs. seed -55 each *12% bu. 100 Ibs. seed 65 each 
@ Easy to mix with 5 bu. 300 Ibs. seed 1.85 each 
seed—correct mixing 1500 ibs. *12% bu. 750 Ibs.seed 4.25 each 
plainly visible — uni- *The 100-lb. and 12%4-bu. size 
form inoculation *This special 25-bu. size packed packed only for Vetch and Pea 
made easy. only for Peanuts, Soy Beans and culture. Bean culture packed only 
e A moist soil cul- Cow Peas. in %-, 1- and 5-bu. sizes. 
ture — its qualities 


well known to experi- 
ment stations and 
county agents — ap- 
proved agricul- 
tural authorities gen- 
erally. 


@ Best advertised, 
best known, and most 
popular by actual 
dealer sales compari- 
sons. More effective 
dealer sales helps. 


® ORDER YOUR STOCK EARLY 


Don’t wait until nearly seeding time to order your stock of NITRA- 
GIN. Get it on display and let it start selling itself. Clinch early orders— 
cultivate later orders. Don’t forget that every can of NITRAGIN is’ dated 
for the farmer’s protection, and carries the return and exchange priv- 
ilege for your protection. Simply return unsold stock at end of season 
for credit on new orders. Order NITRAGIN EARLY from your jobber; 
if he does not carry it, order from us direct. Be sure to get the new wall 
hanger, booklets, and display devices. 


THE NITRAGIN CO., inc. 


3747 No. Booth St. 
MILWAUKEE, WIS. 


one occasion the dealer wrote in a large 
masculine hand, “Why does it pay to give 
your hens blank feed?” At the bottom in 
a contrasting and smaller feminine hand 
his wife wrote, “Because it contains the 
proper amounts of vitamin D and other 
quality ingredients.” 


Courtesy Pays 


A department store in a medium-sized 
town discovered that its sales averaged 28 
cents a customer. On a certain day the 
manager instructed his clerks to show 
unusual courtesy, calling customers by 
name and taking special pains to please 
them. That day the average sale was 90 
cents. Feed dealers can well afford to try 
this courtesy experiment in their stores 
and judge its value by the results. 


Official Greeter 


Down in New Jersey a feed merchant 
who has a hobby of making mechanical 
knick knacks has rigged out a dummy 
porter which makes a graceful bow wel- 
coming the customer whenever the door 
of the store is opened. It attracts the at- 
tention of hundreds of farm youngsters 
who insist on coming to the store just to 
see it work and it also serves to create 
the impression of friendliness for the 
more austere elders. The dummy is 
dressed in a uniform and creates a color- 
ful appearance. 


The Eye Sells 


In a recent survey of buying habits in 
retail stores it was discovered that the 
eye sells 87 per cent of the merchandise. 
This emphasizes the importance of dis- 
playing products in a feed store where 
people can see them. After the object 
has been registered on the eye, a desire 
to buy must still be created before the 
sale is actually made. Here the dealer’s 
advertising and his personal selling efforts 
are put to test. Good display, advertising 
that creates the urge to buy, and personal 
contact make an unbeatable combination 
for successful retailing. 


Egg Display 


A New York state dealer recently fea- 
tured a clever window display that at- 
tracted customers and impressed them 
with the merits of his egg mash. He took 
several dozen eggs and painted letters on 
them with black paint and arranged them 
so that the message read, “Blank Mash 
Will Increase Your Egg Production”. He 
placed the eggs in the front of the win- 
dow and in the rear he arranged several 
sacks to form an effective presentation 
of his product. 
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Unemployment Compensation Laws 
Vary According to States 


e Federal Tax Subject to 90 Per Cent Deduction 


F YOU operate in a state which has an 
] unemployment compensation law ap- 

proved by the Social Security board 
you are privileged to deduct from your 
payments of the federal payroll tax up to 
90 per cent of the money you have con- 
tributed to your state unemployment 
fund. 

Included in the states which have such 
approved laws are Wisconsin, New York, 
New Hampshire, Rhode Island, Massa- 
chusetts, Indiana and the District of 
Columbia. 

Wisconsin Enacts First Law 

Special committees are now studying 
the subject of unemployment compensa- 
tion with the view of enactment of laws in 
Iowa, Michigan, Minnesota, New Jersey 
and West Virginia and early action may 
be taken by legislative bodies now actual- 
ly or technically in session in Connecticut, 
Illinois and Ohio. With the exception of 
Wisconsin, all state laws now in effect 
were enacted in 1935 or 1936. The Wis- 
consin law was passed in 1932, and the 
workers in that state have begun to re- 
ceive their unemployment compensation 
checks. 

Regardless of the action of the states, 
all employers of eight or more persons 
are subject to a federal tax levied on pay- 
rolls. The tax, which is entirely separate 
from the old age benefit plan now also in 
effect, is fixed at 1 per cent of the wages 
paid by employers in 1936; 2 per cent in 
1937 and 3 per cent in 1938. Although 
the federal law makes no provisions for 
a tax on employees, approximately half 
the states build up their unemployment 
compensation funds by levies upon both 
employer and employee. 

Two Types of Funds 

In most of the state compensation laws 
the “pooled fund” type whereby all un- 
employed persons are reimbursed out of a 
general fund has been adopted. Wiscon- 
sin is the only state in which each em- 
ployer’s contributions are credited to his 
individual account and from which ben- 
efits are paid only to his former em- 
ployees. Indiana has a combination of 
both the “pooled fund” and individual 
reserve. 

The tax levied on employers by the 
Social Security act as applying to those 
with eight employees or more is followed 
by most .of the states, although New 
Hampshire, New York and Rhode Island 
have set the minimum at four and the 
District of Columbia at one. 

In New Hampshire, New York and the 
District of Columbia the tax rates are 1 
per cent in 1936; 2 per cent in 1937 and 
3 per cent in 1938 and thereafter. Wis- 
consin has fixed the rate at 2 per cent in 
1937, becoming standard thereafter at 2.7 
per cent. Indiana’s rate was 1.2 per cent 
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during 1936 and is set at 1.8 per cent in 
1937 and 2.7 per cent during 1938 and the 
first quarter of 1939. One-sixth of all 
contributions in this state are-credited to 
a pooled account and five-sixths to reserve 
or guaranteed employment account. Mas- 
sachusetts follows the federal tax scale of 
1, 2 and 3 per cent, while the rate in 
Rhode Island was .9 per cent in 1936 
and is set at 1.8 per cent in 1937 and 2.7 
per cent thereafter. 
Employee Contributions 

Contributions by employees are re- 
quired in Indiana, Massachusetts, New 
Hampshire and Rhode Island, while the 
employer bears the entire load in Wis- 
consin, New York and the District of 
Columbia. 

The employee tax rate in Indiana is 50 
per cent of the employer’s contributions, 


not to exceed 1 per cent; Massachusetts 
collects 1 per cent of the employees wages 
in 1937 and 50 per cent of the normal con- 
tribution of the employer thereafter; New 
Hampshire received .5 per cent in 1936 
and has established a rate of 1 per cent 
thereafter not to exceed 50 per cent of 
the general employer rate and Rhode Is- 
land takes 1 per cent during 1937 and 1.5 
per cent in 1938 and thereafter. 

After an established period employers 
in several of the states will have an op- 
portunity to obtain a reduction in their 
tax rates through a merit system where- 
by it can be shown that they have operat- 
ed their plants in such a manner as to 
stabilize employment. The merit rating 
provision has been included by Wiscon- 
sin, New Hampshire and Indiana and the 


(Continued on Page Thirty) 


Neil Barrett Now With Nopco 
A. V. (Vic) Jay Promoted 


N. BARRETT, known as Neil to 

* hosts of friends throughout the feed 
trade, has been appointed middle western 
manager of the wholesale department, 
agricultural division, National Oil Prod- 
ucts Co., Harrison, N. J. He will be locat- 
ed at Chicago where Nopco maintains 
a branch office and plant at 3625 Jasper 
place. 

To join the Nopco organization, Mr. 
Barrett resigned as manager of the feed 
department of Northrup, King & Co., 
Minneapolis, which firm he was associated 


King & Co. manufactures a complete line 
of mixed feeds and does an extensive feed 
jobbing business in addition to being a 
national distributor of field and garden 
seeds so that Mr. Barrett brings to Nopco 
a thorough knowledge and understanding 
of feed manufacturing and distributing 
problems in the middle west. 

While associated with Northrup, King 
& Co., Mr. Barrett took a great interest 
in association acitvities and served as 
director of the American Feed Manufac- 
turers association for two terms and was 
a featured speaker at two annual con- 
ventions of the Central Retail Feed asso- 
ciation. He liked to attend local feed 
dealers meetings and to call on the deal- 
ers at their homes and offices and conse- 
quently personally knows many of the 
dealers in the states of Minnesota, Iowa 
and Wisconsin. 

A. V. (Vic) Jay, who for the past 12 
years has covered the middle west for 
Nopco, has been given a well-earned pro- 
motion and will shortly be transferred to 
the main office at Harrison, N. J., to be- 
come assistant manager of the bulk de- 
partment of the agricultural division. Mr. 
Jay has also taken an active part in as- 
sociation activities and has made many 
calls on the trade throughout the middle 
west so many of his customers will feel 
that they are losing regular contact with 
a good friend through his transfer to the 
east. 

Announcement of the expansion of per- 
sonnel was made by C. P. Gulick, presi- 
dent of the National Oil Products Co., 
who reported that 1936 had been the big- 


with for the past 17 years. Northrup, gest in Nopco history. 
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WAYNE 3-eSTAR PROGRAM 
for Increasing Chick Starter Sales 


Join the Wayne Parade this Spring. A sensational, three-star program will 
put millions of chicks on Wayne and keep them there. Look at this line-up: 


A brand new Baby Chick Insurance program that will 
create an unprecedented demand for Wayne Chick Starter. 


bring in thousands of new customers and keep them 


| A $1500.00 Cash Prize, Chick Growing Derby that will 
buying Wayne. 


A complete, well-rounded array of up-to-the-minute 
merchandising and advertising aids for 1937. 


ALLIED MILLS, INC. 
MAIL THIS Fort Wayne, Indiana 


Allied Mills, Inc., 
Fort Wayne, Indiana. 


Please send us complete information on your Wayne 3-Star Program for increasing Chick Starter Sales. 


WAYNE FEEDS 
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Editonial Commont 


BUSINESS We were having lunch in the Cape Cod Inn. It was just 
SECURITY before Christmas and the lunch was more elaborate than 


our usual mid-day fare. We procrastinated over our 
coffee and talked business. 


How were we all going to end the year. A dealer from a very small Wisconsin 
village was with us. 


“We'll have the biggest profit year in our history,” he said, “and I’m going 
to share some of it with the folks who helped me make it — the bookkeeper and 
the boys in the mill and warehouse. As a matter of fact, however, I don’t see 
how anybody in the feed business could help but make money the past few years.” 


Two important points were developed during our ensuing conversation. The 
first is: Share your profits with labor. 


This dealer was planning to give his bookkeeper a bonus of $500.00 and his 
men bonuses ranging from $100.00 to $150.00 — a total distribution of approxi- 


mately $1,500.00. He also planned to promise all his employees two weeks 
vacation with full pay during 1937. 


Generous, of course, but this dealer really made a lot of money and he was 
right in using some of it to more firmly cement his fellow workers to his business. 
To the fullest extent possible, we should all follow his example. This is a time 
of unrest in the ranks of labor and our industry is not immune to labor trouble 
for we can still remember the strikes at Minneapolis and just recently all the 
retail feed trade workers in the state of Washington were unionized. 


The second point is: Conduct your business on a merchandising basis and 
speculate, only within your means, for that added profit. 


This dealer was carrying a large balance so that last summer he invested his 
surplus in malt sprouts, brewers grains and other staple feeds. Later, he sold 


out at a handsome profit. Hence his 1936 success but this dealer makes money 
every year. 


He does it merchandising. He is ever alert to learn and try new selling plans 
and he keeps a large trade because he carries complete stocks, renders helpful 
service, handles quality merchandise and sells at fair market prices. 


We’re learning social security from the government but this dealer already 
knows business security. 


DAVID K. STEENBERGH 


THE FEED BAG — January, 1937 elle 


a 
4 
a 
' 


The average American is one who 
phones a dozen votes for radio ama- 
teurs every week and then forgets to 
register for election day. 


* * * 


HEALTHY AS EVER 
Nurse: Your wife has been delirious all 
day — calling for you and crying for 
money.” 
Husband: 
normal.” 


“Delirious nothing. She’s 


* * * 


BEAT ON THE DRAW 
Dealer: “Was her father surprised 
when you said that you wanted to marry 
his daughter.” 
Son: “Was he surprised? Why the gun 
fell right out of his hands.” 


RACKED 


KORN 


@ CAREFULLY SIFTED FOR FEED DEALER CONSUMPTION 


EVERY MAN FOR HIMSELF 


Teacher: “If you were selling feed, 
how much would you weigh out to the 
ton?” 

Dealer’s Son: “1900 pounds.” 

Teacher: “You know that 2,000 pounds 
is correct. Why did you answer as you 
did?” 

Dealer’s Son: “You stick to your school 
teaching and I’ll do the feed selling.” 


NORTHRUP, 


Minneapolis 


This Year lt Takes FEED 
to Fill the Cream Can 


@ In the face of the crop conditions of the past season, few farmers 
have any choice but to depend upon prepared Dairy Feeds for 
their herds. Northrup, King & Company’s Northland 19% Dairy 
Feed is becoming increasingly popular and is proving to be the 


Wholesale FEEDS and SEEDS 


Dependable 
Since 1884 


economical answer for hundreds of 
dairymen to their need for a com- 
plete, balanced milk-production ra- 
tion. Stock Northland 19% and 
profit from this existing demand. 
Northrup, King & Company are 
also in a position to supply 37% 
Linseed Oil Meal. Combine your 
feed requirements in a mixed car 
and save money. 


KING & CO. 


Minnesota 
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There’s nothing worse than sitting in 
a barber’s chair with your mouth full 
of lather watching the boy trying to 
give another customer your hat. 
*x* * 
NO COMPETITION 
Visitor: “I will give a dollar to the one 
who can prove he’s the laziest man here.” 
Man Lying on Billiard Table: “Roll me 
over, buddy, and stick it in my back 
pocket.” 
* * 
HELL’S DELIGHT 
The Devil: “What are you laughing at ?” 
Assistant: “I just locked a woman in a 
room with a thousand hats and no 
mirrors.” 
REAL INDEPENDENT 
Old Lady: “I wouldn’t cry like that, my 
little man.” 
Boy: “Cry as you damn please; this is 
my way.” 


Expense go hang! Give the canary 


another seed. 
SCENE ON DECK 
She: “Darling, you aren’t sick, are 
you?” 
He: “Not exactly but I'd hate to 
yawn.” 
* * * 
HIS PROTECTION 
Dealer’s Wife: ‘Tommy, aren’t you 
afraid you'll be late for supper?” 
Tommy: “Nope, I’ve got the meat.” 
x 


WRONG NUMBER 
The dairy maid put on her coat 
And went to milk the family goat. 
She tried and tried, 
And then she cried, 


“Oh, Nanny, Nanny, please stand still!” 

The poor goat sighed, 

And then replied, 

“Why this ain’t Nanny; this is Bill.” 
* * * 


TOO LATE 
Landlady: “If you don’t stop playing 
that saxophone you'll drive me crazy.” 
Sax Player: “Ha! Ha! You're crazy 
already. I stopped playing an hour ago.” 
*x* * * 


GUESS HE’S RIGHT 

Teacher: “Johnny, tell me what makes 
the world go round?” 

Johnny: “I guess somebody must have 
pushed the first valve down.” 

CORNHAY WEAKLY NEWS 

Cy Jenks and his fiance took an awful 
drenching when they plunged into the 
water while skating last Sunday. Cy’s 
friends are hoping he asked his sweetie 
to marry him after breaking the ice. 

Judd Perkins thinks folks are carrying 
this modern idea too far when they put 
electric switches in the school house. 
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Conducts Community Auction Sales 


And Makes Profit on Them 


e Idea Brings Customers to Store to Buy Feeds 


UNDREDS of farmers gather every 

week at the plant of the Economy 

Feed & Milling Co., Vandalia, Ill. 
to attend the community auction sales 
which were inaugurated by Fred D. Chap- 
pelear, the proprietor, in 1935 and which 
have resulted in a steady increase in his 
retail feed business as well as returning a 
profit themselves. 

“When the depression tightened its 
shackles,’ Mr. Chappelear explains, “it 
became more necessary than ever to keep 
our place of business in the public eye. 
In order to do this and to bring customers 
to our plant I conceived the idea of hold- 
ing regular community auction sales. 

Auction Ring Provided 

“By making a few changes in our floor 
plans and utilizing a 
vacant lot on which 
we had been paying 
rent for four years,” 
he explains, “we dis- 
covered we had 
room to hold week- 
ly sales in our 
building. We cleared 
a room 70 x 36 and 
in this room built 
an auction ring sur- 
rounding it with 
bleacher seats to 
accommodate about 
300 people. On the vacant lot we built 30 
pens and on Friday which is our sale day 
when the stock comes in from individual 
owners and traders who are consigning 
it to our sale it is unloaded into these pens. 
We have room inside in inclement weath- 
er for most of the cows and horses and 
at the same time we have removable cov- 
ers for our pens which give the necessary 
protection from sun and rain. 

“We began these sales the second Fri- 
day in October, 1935, and have held a 
sale every Friday since that time. We do 
not restrict our operations to livestock, 
but buy anything the farmers have no 
further use for, be it surplus hay, grain, 
farm machinery or misce!laneous mer- 
chandise. 

Sell Out Every Week 

This is all sold every week. It is our 
policy to clean up everything every week, 
regardless of the price it brings. This 
policy enables us to turn over our money 
every week. We have been able to strike 
a batting average of 20 per cent gross 
profit on this particular department. Our 
sales are now averaging about $1600 a 
week and are showing a healthy growth. 
These are all cash sales and all purchases 
are handled through our office. 

“These sales have been a great help to 
our feed business. While the only feeds 
that we have sold at auction have been 
odds and ends that we wanted to clean up, 


FRED CHAPPELEAR 
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One of the crowds which recently attended 


the indirect advantages have been many. 
The attendance at these sales averages 
from 300 to 500 farmers and their wives. 
On sale day they bring in their custom 
grinding which is taken care of at our 
mill. They also bring in their poultry, 
eggs and cream. The women enjoy these 
auction sales as much as the men. They 
make the auction sale a meeting place on 
Fridays. 
Opens Auction with Talk 

“T arrange to be present at every sale 
and before the auction begins I usually 
take five or ten minutes telling the folks 
the advantages they will gain by trading 
at our place and buying their feeds from 
us. 

“T have gone out from time to time on 
research work and driven into people’s 
yards 15 or 18 miles from Vandalia and, 
while I might not recognize their faces, 
they know me from my association with 
the sale. In other words the idea is build- 
ing consumer acceptance that no other 
form of advertising could accomplish.” 

The line of feeds handled by the firm 
is complete including feeds for pets. Ads 
are carried in the two county papers every 
week advertising the sale and stating that 
the concern will buy anything for cash 
that the farmers may have to offer. These 
ads feature the feed department as well 
as the sale. 

Direct mail is extensively used featur- 
ing literature supplied by the manufac- 
turers whose merchandise is handled. In 
sending this out a card or letter is mailed 
to every box holder out of Vandalia. This 
gives 100 per cent coverage, an important 
object in direct mailing. 


an E. y Feed & Milling Co. auction sale. 


Personal solicitation is extensively used 
also and more particularly in conjunction 
with trading in livestock and miscellan- 
eous merchandise. 

Recently the company took on a line of 
farm machinery. With the addition of 
this line another man was added to the 
organization making a total of five full- 
time employees. One of the most impor- 
tant of these is the bookkeeper. A complete 
set of books is kept, including a perpetual 
dollar and cent inventory on every item 
handled. By this system a check on the 
profits of each item is available. 

The Economy mill building is 30x 50 
feet. The equipment includes a 1000- 
pound batch mixer, an attrition mill driven 
directly by two 20 h.p. motors, a stone 
burr mill for making corn meal and a 
corn sheller and cracker. A part of this 
building is also used to store bulk feeds 
such as corn and oats and some commer- 
cial feeds. The feed warehouse proper is 
about 30x50 feet. While the company 
mixes its own feeds it also carries a com- 
plete line of commercial mixtures. 

Contest Builds Business 

A special stunt which brought the con- 
cern considerable publicity was put on 
last year at a Merchants’ exposition which 
had a run of four days. In his booth Mr. 
Chappelear displayed commercial feeds 
and carried on a guessing contest as to 
how many grains of corn a hungry rooster 
would consume in 10 minutes. More than 
700 people registered in the contest, the 
guesses being all the way from none to 
1500 grains. 

The rooster actually consumed 445 

(Continued on Page Thirty-three) 
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New York Dealer Finds That It Pays 
To Stay in His Own Back Yard 


@ Studies Farmers Carefully Before Giving Credit 


wall, N. Y., is one feed store which 

does not believe in reaching over 
into other territory to increase volume. 
If he reaches out to increase volume, Mr. 
Knapp believes, he goes into some other 
store’s territory and by so doing he in- 
vites them to come into his. It is more 
profitable in the long run, he insists, to 
cinch all the business you can in your own 
territory and let the others do the same 
in their own. 

This store handles feed, grain, hay, 
straw, poultry supplies, coal and paint. It 
is located in the center of the town and 
has a well established business. Most of 
the advertising is done by means of cal- 
endars, space in programs which reach 
its customers and such novelties as fly 
swatters, etc. 

Speeds Up Turnover 

One noticeable fact about this store is 
Mr. Knapp’s effort to speed up the turn- 
over. Purchases are made with a view of 
moving the stock as quickly as possible. 
Just as soon as new stock comes in, it 
begins to go out and the total average on 
hand is held down to the minimum. With 
prices changing frequently, Mr. Knapp 
does not consider it good business to be 
overstocked. If prices should go up, he 
would gain. If they go down, however, he 
loses. Therefore, he strives to have on 
hand merchandise enough to serve his 
customers but no more than is absolutely 
essential so that variation in prices will 
not affect too greatly the margin on what 
he sells. 

Credit Needs Watching 

Mr. Knapp points out that the credit 
now being extended to the farmers should 
be viewed with some concern by the 
feed dealer. He spoke of the number of 
farmers who are buying new cars on 
credit, buying electric refrigerators, farm 
lighting sets where there is not an electric 
supply, electric appliances and in some 
cases getting loans from the government. 

Those who are selling on the install- 
ment plan, he said, do not always give 
much consideration to the ability of the 
farmer to pay. They can replevin what 
they sell in case they cannot collect. The 
government can foreclose on the farm. 
However, the feed dealer can do neither 
of these things. The feed he has sold has 
been consumed. The farmer will pay on 
his mortgage and on his installments be- 
fore he pays his feed bill, just as the 
person in the city will do the same thing 
before he pays the grocer and the 
butcher. 

It is well, Mr. Knapp maintains, to 
take note when a farmer drives up with 
a brand new car—a car of more expensive 
make than it would seem he can afford. 


J EDWIN KNAPP & SON, Corn- 


‘There is a limit to the income which can 


e14¢ 


be taken out of any farm. Conditions 
have to be favorable to earn the maxi- 
mum income. Yet, with salesmen urging 
credit on the farmer he may pledge him- 
self to pay a total in installments greater 
than he can possibly handle. Just as soon 
as he does this, he begins to get behind 
on his feed bill, his bills at other stores 
and it becomes more and more difficult, 
if not impossible, to collect from him. 
Picks Profitable Customers 

For these reasons, it is more important 
now than ever before to do some investi- 
gating when a farmer starts to get behind. 
Is he buying so much on the installment 
plan that he will not be able to pay his 
bills? Does he get so much enjoyment 
out of driving that nice new car that he 
is neglecting his farm? What is the real 
reason why he cannot pay his feed bill 
promptly? 

It is not how much volume a business 
does, Mr. Knapp points out, as it is mak- 
ing certain that each and every customer 
is a profitable one. This means watching 
the extension of credit with an eagle eye 
as well as guarding against reaching out 
for business to distances which, for any 
reason, may prove unprofitable. If no 
customers are carried at a loss, then the 
business will prove profitable. 


Central Dealers Club 
Meets at Wausau 


Plans for permanent organization of the 
Central Wisconsin District Dealers club 
made rapid strides at the first district 
meeting of the Central Retail Feed asso- 
ciation at Wausau in more than a year, 
held at the Hotel Wausau, December 11. 

An organization committee to finish the 
work was elected at the close of the meet- 
ing and includes R. B. McKercher, Mc- 
Kercher Milling Co., Wisconsin Rapids, 
representing Wood county; Norman Ny- 
moen, Iola, for Waupaca county; H. E. 
Pagel, Pagel Milling Co., Stevens Point, 
for Portage county; Paul Gebert, Jr., 
Lincoln Mill, Merrill, for Lincoln county; 
Jacob Hunter, Antigo Flour & Feed Co., 
Antigo, for Langlade county; M. A. Peter- 
son, New Richmond Roller Mills, Shaw- 
ano, for Shawano county; A. J. Lang, 
Edgar Equity Coop. Co., Edgar, for Mara- 
thon county; Orin Trindal, Loyal, for 
Clark county and Victor Kohn, Rib Lake 
Roller Mills, Rib Lake, for Taylor coun- 
ty. More than 60 dealers were in attend- 
ance. 

H. H. Humphrey, Northern Milling 
Co., Wausau, was in charge of arrange- 
ments for and presided at the meeting. 
The speakers included Walter English, 
chief of police at Wausau, who gave the 
dealers some tips on how to protect their 


The feed business of this store is con- 
fined largely to dairy and poultry farms. 
A generation or so ago the average farmer 
in this section was doing more diversified 
farming. He had more than one thing to 
sell. To-day this income is chiefly from 
eggs and milk. This means that if the 
price of feed advances faster than the 
price of what he sells, he is placed in a 
bad position. 

Cash Basis Good Policy 

While working the territory intensively 
and while advertising to the farmers and 
soliciting their business over the tele- 
phone and through personal calls, it 
should not be overlooked that there are 
bound to be certain farmers whose busi- 
ness is not desired except on a strictly 
cash basis—whose business will prove un- 
profitable if it is accepted on any other 
basis. Every unprofitable customer means 
just so much less net profit for the busi- 
ness as a whole. 

Thus Edwin Knapp & Son confine 
themselves to a relatively small territory. 
They are able to know their customers 
well. They can be certain that each and 
every customer is a profitable one and 
when one becomes unprofitable they can 
take the steps necessary to correct the 
situation. 


safes from burglars; Fred Becker, post- 
master at Wausau, who discussed the old 
age benefit provisions of the social secur- 
ity act and M. R. Flaherty of the Wiscon- 
sin industrial commission who discussed 
the state unemployment insurance law. 
Other speakers were William Rogahn, 
Marathon county agent, and David K. 
Steenbergh, secretary of the Central Re- 
tail Feed association. 
e RALPH BINGHAM who acquired the 
feed firm of T. C. Souder & Son, Mill- 
ville, N. J., and has been operating it 
since 1923 died at his home in Millville 
December 24. He was 42 years old. 


e GLENN MARTIN has resigned as 
manager of the Goodrich Bros. Co. ele- 
vator, Converse, Ind., and has been suc- 
ceeded by Charles Burnside. 
e PROF. J. F. LANTZ has resigned his 
position with the Acme Milling Co., Olean. 
N. Y., and plans to establish and direct 
a feed service bureau at York Haven, Pa. 
SALES NEAR PEAK 

Retail sales of general merchandise in 
small towns and rural areas in November 
were 18 per cent higher than last year 
and within 2 per cent of November, 1929, 
the previous peak year. 
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READ THIS 


TELLS WHY KRACO 
DRIED WHEY GREATLY 
IMPROVES HATCHABILITY 


You should have had 
KRACO in your feed! 


INSIST UPON KRACO for these 2 reasons: 


| Higher Hatchability, Greater 
Growth—Because of Kraco’s 
abundance of Vitamin G (Lacto- 
flavin). (There is no substitute 
for this milk ingredient in poultry 
mashes.) 


2 High Lactose content pro- 
motes intestinal health, keeps 
out parasites (coccidiosis control). 
In addition, valuable milk min- 
erals (8 to 9%) — resulting in 
sturdy bones. 


@ The statement quoted above is from 
a report issued recently by Prof. Norris, 
Prof. Heiman and others at Cornell 
University. This report covers feeding 
tests that were carried on over a period 
of years. 


These tests showed that hatchability 
was greatly increased by using feeds 
that contain 24%% of Dried Whey. 
Still higher hatchability resulted from 
using 5% of Dried Whey. 


It may be hard to understand just 
what scientists mean by Vitamin G (or 
Lactoflavin). But if that element is lack- 
ing in feeds, flock owners lose money 


because eggs fail to hatch. 


Wise poultrymen have always known 
that milk in some form was necessary 
in the poultry diet. Scientists now tell 
why this is so—and tell you why Kraco 
Dried Whey is such a cheap, rich source 
of Vitamin G (or Lactoflavin)—so nec- 
essary for hatchability. 


Make bigger profits for yourself—be 
sure that your starting, growing and 
laying mashes contain enough Kraco— 
the superior Dried Whey made by Kraft. 

Note: A dietary disease called “Chick Pellagra™ 
is causing considerable damage to flocks in vari- 
ous parts of the country. In addition to Lacto- 
flavin, Kraco contains another factor of the 
Vitamin G complex which is effective in pre- 
venting and combating “‘Chick Pellagra™. 


Name 


MAIL THIS COUPON for latest scientific data 
Kraft-Phenix Cheese Corporation 
Dept. FB-1, 400 Rush Street, Chicago 


TI would like to receive the latest scientific data on Dried Whey. 


Address 


10% LACTOSE » ABUNDANT LACTOFLAVIN 


THE FEED BAG — January, 1937 


othe geverorins 
gies 
chick 
n 
when 
ot 
cient 
I GFZ : 


Red Mills Have Operated Constantly 
For More Than 120 Years 


® Grinding Still Done With Ancient French Burr 


T ISN’T always the picturesque qual- 
ity of a mill or the prestige it may 
have as to age that makes it a success. 

Of prime importance is it’s ability to 
give returns in terms of profit. 

And on this score the Red mills, Red 
Mills N. Y., can qualify. The purchase 
price of the mill was high but within five 
years after taking it over Mr. Olds, the 
present owner, had paid off the cost, set 
out a splendid orchard, built and paid for 
an $1800 dam, put in a new feed grinder, 
made innumerable small repairs and 
changes and paid for a new car. 

Such returns have required hours of 
labor and much careful planning but a 
flourishing business has been achieved in 
a small rural mill in spite of depression 
and competitive interests. 

Over 100 Years Old 


One hundred and twenty-one years of 
uninterrupted business is the record of 
this mill located at Red Mills, Tompkins 
county, N. Y. The mill was built in 1807 
on the banks of Fall creek by the first 
owner and operator, Isaac Ogden. The 
original building constructed of pine is 
still in excellent condition. Only water 
power is used in operation of the mill and 
all of the wheels and belts are run from 
one central shaft that goes from the third 
floor down to the waterwheel in the base- 
ment. 

During the early years of the mill’s 
existence it changed hands several times 


Red Mills ab d in traditi 


but in 1892 it was purchased by William 
Reynolds who operated it for 28 years and 
he was succeeded by the present owner, 
Mr. Olds, who has put in sixteen success- 
ful years of milling. 

There has never been a fire in the mill 
but it has had severe buffeting from 
floods. For many years the crudely built 
dams would go out practically every sea- 
son under the heavy pressure after spring 
rains. Twenty-eight years ago a more 


substantial dam and a new flume were 
built but during a heavy flood ten years 
back this was swept away. It was then 
that the present fine construction was 
built. Neighbors were real helpers in the 
old days because each time the dam would 
go out the nearby farmers would get to- 
gether and all lend a hand in helping to 
rebuild and to repair the damage. 
Special Buckwheat Flour 

The mill now caters to the surrounding 
rural section and besides feed, grinds 
buckwheat flour, table corn meal and 
graham flour. The only product sold com- 
mercially by Mr. Olds is Red Mills Fancy 
Stone Ground Buckwheat Flour. The 
fancy stone grind is exactly what the 
name implies. The grinding stone was im- 
ported from France in 1860. After reach- 
ing New York it was shipped to Ithaca, 
N. Y. via the Erie canal and barge through 
the Finger lakes. Arrived in Ithaca, it 
was loaded onto a wagon and drawn to 
Red mills by a four horse team. 

Mr. Olds does not know the composi- 
tion of the stone but it is called a French 
burr and is as hard as granite. Each year 
the stone requires dressing and this is a 
delicate task always performed by Mr. 
Olds himself since he has owned the mill. 
The stone is hoisted from its housing by 
means of a crane and then lodged on the 
floor in a position suitable for the dress- 
ing. The runner weighs 2800 pounds and 
the bed about 1,000 pounds. The dressing 
is done with mill picks that are highly 
tempered and there are many of the picks 
that have chipped or crumpled like lead 
because they lacked the precise high tem- 
per necessary. It usually takes four days 
to complete the yearly task of dressing and 
then the stone is in condition for grinding 
about 3,000 bushels of buckwheat. Mr. 
Olds figures that the stone is good for at 
least another 100 years of service. 

Bolting Also Imported 

Like the French burr grinding stone, 
the bolting silk on the 18-foot, six-sided 
bolt was a French import and was put 
on in the early days, exactly when is not 
known. Fragile as the silk would seem 
to be, it has withstood the sifting of 
years and is patched in only a few places 
with small pieces of canvass. 

A stone from Ohio was originally used 
in grinding the feed but some years ago 
Mr. Olds dispensed with this and put in a 
steel grinder. However the old Ohio stone 
still stands on the first floor of the mill 
and plans have been discussed in regard 
to placing it as an historical relic in some 
advantageous spot. 

The bags of grain when brought to the 
mill were hauled up to the third floor by 
means of a rope and windlass. In fact this 
method was still used after Mr. Olds be- 


came owner. The machinery in the mill 
is all of early vintage and the cleaner and 
scourer, installed at least 40 years ago, 
are in fine condition and still do excellent 
work, 


Big Demand for Flour 


The Red mills buckwheat flour is ship- 
ped to many states including Iowa, 
Florida, and Mass. It is interesting to 
know that the out of state business has 
been built up by demands for the flour 


French burr mill ready for action 


from persons once having lived in the 
vicinity of Red Mills. After leaving the 
locality they seemed unable to find a 
satisfactory substitute for the Red mills 
product. The most distant market to 
which Mr. Olds ships is Redessa, Calif. 

Through years of depression and years 
of prosperity the Red Mills has attained 
and maintained a reputation for fine qual- 
ity work and excellent service. Foresight 
and industry have enabled Mr. Olds to 
carry on the tradition of successful busi- 
ness in Red Mills which has never been 
closed since its opening in 1807. 
e WATERLOO & CEDAR FALLS 
Union Mill Co., Waterloo, Ia., at one 
time the largest flour plant in the state 
was Officially dissolved at a recent meet- 
ing of the stockholders. 

WINTER FEED SURVEY 

The livestock feed agency of the United 
States department of agriculture, Kansas 
City, Mo., is making a survey to deter- 
mine the quantity, quality and location 
of the winter feed supply available to pros- 
pective buyers. Persons who have feed 
to sell and those who wish to buy will 
be listed by the agency and information 
on country elevators which have grain to 
ship will also be gathered. Following the 
1934 drought the agency discovered that 
the greatest demand for feed supplies be- 
gan about mid-January. 
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A Brand New Gold Medal Product 
That Will Increase Your Chick Feed Sales 


OWER feed cost—Greater feeding efficiency—Better growth—Less work for 

the poultryman— Higher livability—More eggs when the pullets mature— 

these are features of the new Gold Medal Pullet Raising Plan. They mean 
increased sales and new customers for Gold Medal dealers. 


The Gold Medal Pullet Raising Plan calls for only two mashes and two grain 
products during the life of the birds. Gold Medal Chick Builder, a brand new 
combined starting and growing mash, is fed for the first twelve weeks. Then 
the birds are changed to Gold Medal Egg Mash to complete their develop- 
ment, bring them to maturity at the right time and provide for profitable egg 
laying all the rest of their lives. 


A vigorous program of sales and advertising helps is merchandising this new 
feed and new plan to poultrymen. You can’t afford to overlook this opportun- 


ity. Why not find out NOW about Gold Medal Chick Builder and the other 


profit producing feeds in the Gold Medal line? Drop a card today for free 
information. No obligation, of course. 


WASHBURN CROSBY COMPANY 


of 
General Mills, Inc. 
Minneapolis Dept. 7 Kansas City 


‘Farm-tested™ is a registered trademark of General Mills, Inc, 
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e GEORGE SCHULTZ has opened a 
new feed store at Dennison, Ia. 


@ JERTSON ELEVATOR Co., Granite 
Falls, Minn., is planning to build a new 
office. The firm is operated by Herman 
Jertson and his son, Jarvis. 

@ V. BRANDT, Granvilla, Ia., has erec- 
ted a 36x54 foot feed plant and installed 
new grinding and mixing equipment and 
Diesel power. 


@ DOCKERSON PRODUCE & FEED 
CO., Knoxville, Ia., is constructing a 
three-story brick building to replace its 
plant which was recently destroyed by 
fire. 


St's a Sin to Tell a Lie 


Freight Puzzle... 


The freight on a bale of cotton shipped 
from Houston, Tex., to Shanghai, China, 
a distance of 10,000 miles is less than the 
freight on one shipped from Dallas, Tex., 
to Houston, a distance of only 270 miles. 


Mother’s Milk .. . 


New York babies now have a new food. 
It is mother’s milk, frozen. The milk is 
taken from mothers into a sterilized glass 
jar or tube, sealed and pasteurized before 


America. 


e chicks. 


Buy Oil by the Maker’s 
Name and the Potency Guarantee! 


SUPER A 
1 Manufactured by Gorton Pew 


e Fisheries, oldest and largest 
producers of Codfish products in 


> Potency guaranteed at: 
e 3,000 units Vitamin A per gram 
250 units Vitamin D per gram. 


3 Constantly being tested on live 


4 Guarantees protection against 
e rickets when fed at rate of % 
of 1% in total ration. 


Super A Cod Liver Oil is a stand- 
ard product, always uniform. 


Write or wire for prices. 


WE ARE JOBBERS OF: 


Millfeeds, Linseed Oil Meal, Soy Bean Meal, Cottonseed 
Meal, Fish Meal, Alfalfa Meal, and other feeds and feed 
store accessories. Write or Wire us when you are in the market. 


FARM SERVICE STORES, INC. 
of General Mills, Ine. 


JOBBING DEPT. 


MAIN 8317 
MINNEAPOLIS 


CAL 


e1ge 


WRITE commerce 


freezing. The freezing process is a new 
one that takes only two minutes. The milk 
may be thawed by dipping the container 
in cold water for a half hour and then 
made ready for the child by warming to 
body temperature. The product is used 
for prematurely-born or ill babies. 


Hot Money ... 


For hundreds of years pepper was the 
trade currency between India and Europe 
and was valued on a par with precious 
metals. Rent was paid with it and fre- 
quently soldiers received it as salary. 


County Agents .. . 


The first county agent or farm adviser 
in the United States was W. C. Stallings 
of Smith county, Tex. He was appointed 
November 12, 1906. 


True Love... 


When A. J. Buchanan died at Bryan, 
Tex., recently it ended 51 years of married 
life during which Mr. and Mrs. Buchanan 
had not spent a single night apart. 


Cow Cocktails ... 


As an advertisement for the Harold 
Lloyd picture, “The Milky Way,” a thea- 
ter manager in London, England, opened 
a milk bar. It proved so popular and 
profitable that hundreds of such places 
are being established throughout the 
British Isles. 


Good Comeback ... 


A cat owned by Miss Florence Sunder- 
lin of Chicago was sent by express from 
Chicago to Wilber, Neb., a distance of 
600 miles, but returned alone in six 
months. 


Fooled the Bugs . . . 


Locusts, hereafter, are going to think 
twice before they invade the country of 
Argentina in South America. In 1935 
when these insects moved enmasse on the 
crops, billions of them were trapped and 
converted into high grade fertilizer. Now 
they are making the crops grow instead 
of destroying them. 


Parking Paradise . . . 


Last October the little village of Cot- 
tardi, Wash., saw an automobile for the 
first time, although the town was founded 
61 years ago. Before a state PWA road 
was recently completed it was possible 
to get into Cottardi only by boat. 


DISTRICT MEETING 

A district meeting of the Northwest 
Retail Feed Dealers association was held 
at Forest Lake, Minn., December 14, 
with E. J. Houle presiding. Paul Scheu- 
neman, Minneapolis, discussed regulation 
of itinerant truckers and told what was 
being done in the Southwest to meet this 
problem. 
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Prize Selling 


Ideas Used by Dealers 


To Help Boost Their Business 


@ Resolve to Use All or Several of Them in 1937 


HIS is the season of inventories and 
along with stock on hand it is a wise 
plan to check up on the supply of 
merchandising ideas which can be put into 
practice to help move present stock and 
increase sales to a new peak in 1937. 
The Feed Bag during the past year has 
presented successful selling methods used 
by dealers in all parts of the country. 
After making a careful study of the files 
of all of the issues in 1936, the editors 
have decided upon the ten best mer- 
chandising ideas of the year and here- 
with present them to you for the purpose 
of refreshing your memory and giving 
you an opportunity to put them into prac- 
tice and increase your profits as they have 
done for other feed men who have used 
them. 
Meets Chain Competition 
When a Michigan dealer disccvered 
that chain stores were cutting deeply into 
his feed business he decided to adopt a 
plan to fight back. He noted particularly 
that the chains were offering poultry 
mashes in 10, 25 and 50 pound sacks 
and made up his mind to do likewise. He 
canvassed independent grocers in his terri- 
tory and interested them in handling the 
feeds on a fair margin of profit. The 
plan was successful and today he is meet- 
ing the chain store competition and reg- 
ularly increasing his volume of business. 
House Organ Sells Feed 
A house organ published regularly by 
a Pennsylvania feed firm has developed 
into a big sales producing factor for the 
organization. One particular feature ci 
the store paper gets the attention of the 
farmers. It is a_ section devoted to 
“wanted” and “for sale” classified adver- 
tisement which the firm publishes each 
month without charge to the farmers. 
Through these columns many customers 
have disposed of items which were no 
longer of use to them and have been put 
in contact with others who had just the 
thing they wanted to buy. Such service is 
greatly appreciated by the farmers and 
they return the favor by doing their busi- 
ness with this friendly and helpful feed 
store owner. 
Refuses to Be Snowbound 
When a severe blizzard sweeps over 
the country and isolates his farm cus- 
tomers, a Wisconsin feed dealer takes ad- 
vantage of the situation by getting on 
the phone and soliciting orders for field 
seeds. The argument that he uses is to the 
effect that if he is able to tell beforehand 
how much seed will be required in the 
territory, he can place his orders on a 
volume basis and save money for the 
customer. After the seed sales talk the 
dealer usually inquires about the farmer’s 
feed supply and assures him of prompt 
delivery of his order as soon as the roads 
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“Mother only did that to keep your head cold from going down into your chest.” 


are opened. He finds the farmers willing 
to listen because they are usually con- 
fined to their homes during a blizzard and 
enjoy talking to someone from town. 
Direct Mail Effective 

A Massachusetts feed merchant has 
developed an effective plan of direct mail 
advertising that brings real returns. Every 
week he sends out 100 postal cards an- 
nouncing specials, new carload arrivals, 
new feeding formulas, etc. to a selected 
list of feeders interested primarily in the 
feature offered. He also follows up calls 
made by his salesman with a personal let- 
ter to the prospect, thanking him for the 
courtesy shown to the company’s repre- 
sentative and adding some friendly com- 
ment on why it will pay the farmer to 
try his products. Such letters have proved 
especially effective for breaking ground 
for him in new territories served by sev- 
eral of the branch stores which he op- 
erates. 

Pancakes Bring in Business 

Pancakes and pork sausages served at 
an annual breakfast which a New York 
dealer holds for his customers have been 
responsible for a big increase in the firm’s 
volume of business. In connection with 


the event a program featuring talks on 
various feeding and farm management 
problems is held. Last year 400 persons 
attended the pancake and pork sausage 
breakfast and there was a decided increase 
in the number of orders immediately fol- 
lowing. 
Uses Installment Plan 
In New Jersey an enterprising feed 
merchant has adopted installment selling 
in the feed business with success. When 
his customers come into the store to buy 
their regular supply of egg mash he sug- 
gests that they take along a bag of chick 
starter. Bit by bit, the farmer’s stock 
is built up and he finds that he has a 
good supply on hand when the chicks 
arrive. The small purchase price of each 
sack eliminates getting involved in big ex- 
pense all at one time. Many tons of chick 
starter have been moved by the deales 
as the result of this plan. 
Cow Markings Contest 
A novel and interesting contest con- 
ducted by a dealer who serves a Holstein 
cattle area has resulted in a decided in- 
crease in his dairy feed business. While 
visiting a farm one day he noticed that 
(Continued on Page Twenty-six) 
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Write today for FREE 
the new Larro Chick Book. Pp- 
ful, authoritative information on 
feeding and managing chicks Mf 


CHICK 


farre 


FIRST WEEKS 


UST one year ago, we introduced Larro Chick Builder—a 
combined starting and growing mash developed as a result 
of nine years’ work at Larro Research Farm. 


Today, thousands of enthusiastic poultrymen are telling of the 
more profitable pullets they raised the Larro way last season 
and they’re planning to use Larro Chick Builder again. 


A complete campaign of sales and advertising helps has been 
prepared to help dealers take advantage of the goodwill and 
acceptance won last season by Larro Chick Builder. The booklet 
at the left is a part of it. Magazine advertisements, store 
display material, direct mail pieces—all are designed to bring 
poultrymen to the Larro dealer’s place of business. 


Larro Chick Builder and the other feeds in the Larro line-up 
will increase your sales. Investigate the Larro franchise now. 
A post card will bring you full details without obligation. 


The Larrowe Milling Company Dept. FB Detroit, Mich. 
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Knowledge of Poultry 
Problems Pays Grunz 


Big Dividends 


N old man, leaning heavily on a 


walking stick, hobbles into the 
office of the Farm Service store, 
Owatonna, Minn. 

“Howdy, Dan,” he chirps. “I jist got 
me 15 more chickens.” 

Big Dan Grunz, the proprietor, more 
than 6 feet tall and weighing around 250 
pounds, helps his visitor to a chair and 
listens with interest. 

Helps Customers to Seat 

The old man reclines and with enthu- 
siasm explains that the 15 new chickens 
now give him a flock of 25 hens which 
will provide him with eggs all winter. 
After finishing his story and telling how 
fine the birds look, he places an order for 
two sacks of mash. 

Dan Grunz takes the order with the 
same display of interest that he would 
give to a big poultryman with a flock of 
15,000 chickens. The little man gets up 
and Dan walks to the door with him. 

“Be careful of those steps,” he cau- 
tions. “They may be a little slippery.” 

The old man safely gains the street and 
hobbles away. He knows that his two 
bags of mash will be delivered to him that 
afternoon and that if anything ever hap- 
pens to his 25 precious hens he can go 
right back to Dan Grunz for expert advice. 

Treats "Em All Alike 

The back lot poultryman as well as the 
large commercial flock owner have learned 
to respect this aggressive feed man as an 
expert on poultry problems. This knowl- 
edge, gladly and freely given, has resulted 
in a steady increase in his feed business 
as well as resulting in the sale of poultry 
remedies running into four figures an- 
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nually. Four figures are good business in 
any language and Dan Grunz is perfectly 
willing to let everyone in on his ideas. 

“Naturally,” he says, “you have to 
know poultry and you have to know what 
you are talking about. That is the first 
requirement. If you don’t know, then 
study all the literature on which you can 
lay your hands and go to one of the 
schools sponsored by the manufacturers 
of feeds or poultry remedies. 

Inform Your Customers 


“Secondly, as soon as you know what 
you are talking about, let your customers 
know it too. Let them know you are talk- 
ing from facts and be sure never to dis- 
appoint them. Build their confidence in 
you and never let them down. 

“The third point is so true that it hardly 
needs to be mentioned. Give your cus- 
tomers a quality product. When they 
are in trouble show them what is wrong, 
then give them a product that will help 
them. You don’t have to worry about 
selling. Your sales just naturally make 
themselves. Confidence and results are 
the best salesmen in the world.” 

Dan Grunz knows what he is talking 
about because his hobby is poultry. He 
has raised his own flocks, studied poultry, 
read, listened and associated with poultry 
experts. 

He keeps close contact with his cus- 
tomers the year ’round. Whenever possi- 
ble he makes calls in the country and en- 
courages the farmers to stop and see him 
whenever they get to town. The success 
of this plan is evident from the crowd of 
customers that may always be found 
around the store. 


Dan Grunz at work (above) and (at the left) 
the Farm Service store at Owatonna, Minn., of 
which he is manager. The material and illustra- 
tions for this article were published in Poultry 
Health News and adapted for use in The Feed 
Bag with the permission of Dr. Salsbury’s Labora- 
tories, Charles City, Ia. 


“T always strongly recommend a feed- 
ing program and a disease prevention pro- 
gram because the best feed in the world 
will not show results in an unhealthy 
flock. 

Profits From Remedies 

“I try to do everything possible to 
please a customer, even at my own ex- 
pense because sooner or later the satisfied 
man will tell his neighbor. Success news 
gets around and is the best advertising 
in the world. 

“T don’t have many dissatisfied custom- 
ers because I avoid exaggerated claims. I 
try to present the solution to a customer’s 
problem in a reasonable light and then be 
doesn’t expect a miracle to happen.” 

Mr. Grunz believes that many feed 
dealers are overlooking the profits which 
can be obtained by handling a reliable line 
of poultry remedies. 

“Each year,” he declares, “finds an in- 
crease in the sale of chick mashes and 
poultry feeds and these sales can be co- 
related with poultry prescriptions. It will 
pay every feed man to look into this 
market.” 


MICHIGAN 

Bonine & Probst have purchased the 
Three Rivers feed store, Three Rivers, 
and have appointed Dick Seidl as man- 
ager. 

Clarence Frank, Betzer, has installed 
a new feed grinder in his mill. 

L. G. Stallkamp, Zeeland, has opened 
a feed store in Coopersville. 

Armada Elevator Co. has purchased the 
interests of T. E. Neely & Co. in the 
Armada Flouring mills. Armada. 

Farmers Elevator Co., Chesaning. re- 
cently opened for business in its new 
plant which replaces the one destroyed 
by fire last summer. 

Joseph Block’s elevator, Ubly, was de- 
stroyed by fire December 13 with a loss 
estimated at $38,000. 
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H.i to the New Year! Everyone engaged in the feed in- 


dustry can look upon it with confidence and the expectation 


of better things to come. It is the sincere wish of us here in 
Minneapolis that 1937 will bring you your full measure of 
health, happiness and prosperity and that your pleasant 


relationship and good will continue as they have in the past. 


A. L. Stanchfield & Co. 
Feeds — ‘‘Stand by Stan’”’ 


Reliance Feed Co. 
Millfeed Jobbers 


Northwest Linseed Meal Co. 


Headquarters for Linseed Meal 


Northern Hay & Feed Co. 


Hay Receivers and Shippers 


Mullin & Dillon Co. 
Corn-—Oats—Barley—Wheat 


Midland Hay & Feed Co. 
Hay and Mill Feed 


Maney Bros. Mill & Elevator Co. 
All Feed Ingredients 


Leary Grain Co. 
Grain Merchants 


King Midas Flour Mills 


King Midas Flour 


Kantar Feed Co. 
208 Corn Exchange 


I. S. Joseph Co. Inc. 
Mill Feed Merchants 


A. E. Jacobson Machine Wks., Inc. 


Hammer Mills— Magnets — Mixers 


R. R. Howell & Co. 


Mill Machinery and Supplies 


Hiawatha Grain Co. 


Grain and Screenings 


Walter Haertel Products Co. 
Feed Products 


J. A. Forrest Company 
Wholesale Flour and Feed Merchants 


Wayne Fish & Company 
Feed Ingredients— Atlas Binder Twine 


Farm Service Stores, Inc. 
Cod Liver Oil— Binder Twine 


Excelsior Milling Co. 
Specialty Millfeeds 


Cereal Grading Co. 


Grain Merchants 


MINNEAPOLIS 


@ The Market for Grain, Feed and Machinery @ 
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Research Develops Special Rations 
To Increase Hatchability 


© Ample Supply of Vitamins Most Important 


WENTY years ago the commercial 

poultry farmer considered it a real 

accomplishment when his hatch was 
65 per cent of the total eggs set for in- 
cubation. But with a better understand- 
ing of the functions of the various vita- 
mins and other essentials in breeding ra- 
tions, 75 per cent hatches have become 
common occurrences. Hatches as high as 
80 to 85 per cent are often obtained and 
it is entirely possible that with improved 
methods of handling and feeding the 
breeding stock an 85 per cent hatchability 
may be normally expected. 

It must be recognized that rations which 
are fed to hens for the purpose of high 
egg production are not necessarily the 
ideal rations for producing eggs of high 
hatchability. For proper reproduction, 
the food of the breeding hens must con- 
tain ample supplies of the essential amino- 
acids, the necessary minerals and, more 
especially, vitamins. 

Hen Needs Vitamins 

The value, therefore, of including milk 
powders, fresh green leaves and vitamin 
D bearing oils in the rations should not 
be underestimated. The type of food con- 
sumed by the hen determines the amount 
of these elements stored in the egg to 
promote growth of the embryo, hatch- 
ability and the health, strength and vi- 
tality of the chicks hatched. 

Vitamin E, essential for the fertility of 
eggs, is found highly concentrated in seeds, 
especially the germ of wheat and in green 
leaves. In most ordinary rations, how- 
ever, this vitamin is supplied in sufficient 
amounts and if hatchability is poor more 
attention must be given to vitamins A 
and D as well as lactoflavin (vitamin G). 

Vitamin A deficiency in the ration of 
breeding hens lowers hatchability of eggs, 
and if the deficiency continues egg pro- 
duction will be greatly diminished and 
eventually stop. Since the vitamin A re- 
quirement of poultry is high, the ordinary 
ration is very likely to be deficient in 
vitamin A unless there is an abundant sup- 
ply of green feed or other source of vitz- 
min A. 

Vitamin D Important 

The vitamin D found in fish liver oils 
aids in the formation of the bony frame- 
work of the newly hatched chick. When 
hens are fed a diet deficient in vitamin D, 
in the absence of direct sunlight, the shells 
of their eggs become progressively thinner 
until production finally ceases. But before 
this condition is apparent, the embryo of 
fertile eggs will not develop properly dur- 
ing incubation. The embryos are unable to 
transfer the lime of the shell into the 
developing chicks and probably for this 


reason the hatchability is greatly dim- 


inished. 
When the breeding flock does not have 
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Kraft-Phenix Cheese Corp. 


access to direct sunlight, special precau- 
tions must be taken to supply vitamin D. 
Dr. Hunter of Pennsylvania state college 
has also shown that vitamin D should be 
supplied during the winter months when 
skies are cloudy and the sun gives out 
the least amount of ultra-violet rays 
known as “sunshine vitamin D.” It has 
been demonstrated that egg yolks can be 
greatly increased in their anti-rachitic 
potency when fish liver oils rich in vitamin 
D are fed to breeding hens. 
Now It’s Lactoflavin 

One other vitamin in poultry rations is 
essential to maximum hatchability of eggs. 
This is vitamin G complex—and the factor 
in this vitamin complex most beneficial in 
promoting hatchability is known as lacto- 
flavin. Milk is one of the principal and 
most economical sources of lactoflavin. 
When the breeding ration contains a suff- 
cient amount of this substance for ail 
requirements it is stored in the white or 
albumin of the egg in the form of ovo- 
flavin. 

Insufficient vitamin G or lactoflavin in 
the breeding ration will cause a shortage 
in the amount stored in the egg, resulting 
in a high death rate of the embryo at the 
third day of incubation, and again from 
the seventh to the tenth day of incuba- 


Feed Mixers Will Meet 
At Hot Springs, Va. 


The American Feed Manufacturers as- 
sociation will hold its 1937 convention 
at the Homestead hotel, Hot Springs, 
Va., June 10 and 11. 

These plans were decided upon at a 
meeting of the board of directors of the 
organization held recently. Hot Springs is 
located in the Allegheny mountains only 
35 miles from White Sulphur Springs, W. 
Va., where the convention was held last 
year. 

This is the second successive year the 
American Feed Manufacturers associa- 
tion has chosen the East for its annual 
convention. Until last summer when the 
manufacturers decided to go to White 
Sulphur Springs they met annually for 
many years at the French Lick Springs 
hotel, French Lick, Ind. 


++ 


H-C BROKERAGE CO., Minneapolis, 
Minn., has been organized by William 
J. Herrmann and J. E. Coolbroth to op- 
erate a wholesale business in millfeed, 
commercial feed and concentrates and a 
variety of flours and specialty foods. 
Offices of the firm are at 1040 McKnight 
building. 


tion. When a sufficient amount of lacto- 
flavin is included in the ration, the peak 
of embryo mortality occurs on the third 
and sixteenth days of incubation which is 
normal. 

Experiments show that when the breed- 
ing ration was supplemented with all other 
factors of nutritive value in sufficient 
quantities and only vitamin G was omit- 
ted, the hatchability of the eggs produced 
was only 8.5 per cent. The few chicks 
hatched had low vitality, the mortality 
rate was high and the birds grew at a 
lower rate than those hatched from the 
eggs of breeding flocks whose vitamin G 
intake was sufficient for all requirements. 

The hatchability experiments of recent 
years have clearly demonstrated that it 
pays to give greater attention to the ra- 
tion of the breeding flock. If any one 
factor of nutritional importance is omitted 
in formulating the breeding ration, poor 
hatchability is bound to result. It is im- 
portant that hatcherymen should demand 
that the poultrymen from whom they re- 
ceive their hatching eggs use a breeding 
ration suitable for maximum hatchability 
—and for eggs which will produce strong, 
healthy, vigorous chicks. On the othe: 
hand, it is to the advantage of the poul- 
trymen to use an efficient ration so that 
he may obtain an extra premium for his 
hatching eggs. 


e ADVANCE FEED PRODUCTS CO., 
Burlington, Wis., has been incorporated 
to manufacture stock and poultry feeds. 
Incorporators are C. M. Hahn, A. Hahn 
and J. Moore. 


e JAMES H. GRAY MILLING CO. 
plant, Collins, N. Y., was destroyed by 


fire December 5. Loss was estimated at 
$30,000. 


GLF OFFICER RESIGNS 

Otto Tantzer, vice president and man- 
ager of the feed and grain departments 
of the Cooperative GLF, Inc.. Buffalo, 
N. Y., has resigned and will take a long 
vacation in California before considering 
his future plans. Mr. Tantzer had been 
associated with the organization for the 
past 15 years. 


MADE BOARD CHAIRMAN 

C. A. Coddington, who for many years 
served as president of the Beacon Milling 
Co., Cayuga, N. Y., was elected chairman 
of the board at the annual meeting of 
the firm. L. S. Riford, former vice presi- 
dent in charge of purchases, was elected 
president. Others who were named officers 
were E. E. Evans and C. E. Lee, vice 
presidents, C. B. Lee, treasurer, and J. M. 
Hunter, secretary. 
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“PILOT BRAND 


SUGGESTIONS TO POULTRYMEN ” 


We flashed these helpful talks to poultrymen across the country over 26 
radio stations with a rapid frequency last year—supplementing National Farm 
and Poultry Journal advertising with a combined circulation of over 5 million. 


These Two Powerful Advertising Mediums 


RADIO ann MAGAZINES 


WILL AGAIN BE SELLING PILOT BRAND TOP QUALITY THROUGHOUT 


1937 


STARTING IN JANUARY 


WHO — Des Moines, Iowa 


WMT— Cedar Rapids and 
Waterloo, Iowa 


KMA— Shenandoah, Iowa 
KMMJ—Clay Center, Neb. 
KFAB— Lincoln, Neb. 
WJAG— Norfolk, Neb. 
KOA— Denver, Colo. 
WLS— Chicago, Il. 
WTD — Quincy, Il. 


WDZ — Tuscola, IIl. 
WKBH-—La Crosse, Wis. 
WTMJ— Milwaukee, Wis. 
WCLO— Janesville, Wis. 
WIBW—Topeka, Kan. 
KFBI— Abilene, Kan. 
KFEQ— St. Joseph, Mo. 
KWTO—Springfield, Mo. 
KJRU— Columbia, Mo. 
KFVS— Cape Girardeau, Mo. WKY— Oklahoma City, Okla. 


WHKC- Columbus, Ohio 
WFBM—Indianapolis, Ind. 
WOWO-Fort Wayne, Ind. 
WGBF—Evansville, Ind. 
WGY — Schenectady, N. Y. 
WBZ— Boston, Mass. 
WBZA— Springfield, Mass. 
WDAY—Fargo, No. Dakota 
WNAX—Yankton, So. Dakota 


WCCO— Minneapolis, Minn. 


THE LIST OF NATIONAL AALS 


Country Gentleman, Country Home, 
Successful Farming, Farm Journal, 
Farmer’s Wife, together with State 
Farm and Poultry Journals, with a 
combined farm circulation of almost 
7,000,000. 


PILOT BRAND SUGGESTIONS 
TO DEALERS 


1937 list with almost 2,000,000 circulation 
and 6 more radio stations over our 1936 list. 
The 1936 program made good, and in a big 
way. We shipped the largest tonnage of Pilot 
Brand in our history. This fact every Pilot 
Brand dealer now knows. 


1937 gives real promise of a rich harvest for 

the poultry industry. Much more oyster shell 

xr be consumed. This is now a self evident 
act. 


i 
Pilot | WITH customers’ profits. 
We have added Country Home to our tlot Brand : 


Additional evidence of Pilot Brand 
dealers keeping well stocked and co- 
operating in their own advertising, 
using radio, newspapers, circulars 
and form letters. 

Our radio talks suggested the eating 
of more eggs—thus helping your 


These are effective forces at work 
for you and a product that has over a long 
term of years proven its ability to be con- 
sistently profitable to the users, dealers and 
the makers. 


Then add to this the still very low carload 
price of $5.00 per ton—f.o.b. Morgan City, 
La., and you have a product that awaits only 
orders from you to add to your profits. 


The price is good for 30 days only. We strongly suggest ordering promptly. 


OYSTER SHELL PRODUCTS CORPORATION 


NEW ROCHELLE, N. Y. ST. LOUIS, MISSOURI LONDON, ENGLAND 
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Records all Successful Neighbors 


Help Sell Other Feeders 


® Bristow Milling Co. Serves Large Territory 


66 ROVE to the farmer that you can 
Pa up a feed superior to his own 
products and you have made a 
lasting customer,” says Jacob Epple, Bris- 
tow Milling Co., Bristow, Ind. “It is only 
natural for a producer to think that his 
products are the best—we think so our- 
selves but when you can break down that 
natural resistance by a good argument 
on specialization and prove your point 
you are getting some place.” 
Convincing the Prospect 

“Our best argument with a tough pros- 
pect,” continues Mr. Epple, “is to point 
out to him that he specializes in raising 
the produce and we specialize in working 
that produce over into formulated feeds 
better adapted to various uses. He balks 
there at once and tells us that his live- 
stock is in just as good condition as the 
ordinary run of livestock in the neighbor- 
hood. We agree. Yes, his stock is just as 
good as the ordinary run but has he heard 
of any ordinary stock taking any prizes 
or breaking any records on the market. 
And then we mention a few of the latest 
prize winners and reports of high prices 
for prize stock. 

“Now, the farmer is a practical man 
and when mention is made of prize win- 
ners he usually takes on a superior, know- 
ing air and informs us that he is not 
taking a course of agriculture at Purdue 
university—he has no time for experi- 
menting and reading books on how to 
raise his livestock. He has, however, a 
vulnerable spot—a neighbor, perhaps, or 
someone he knows whom he envies for 
his higher priced stock and that enviable 
person uses some form of quality feed. 
By using the successful neighbor as a 
fulcrum the obstinate prospect can often 
be pried loose from his set ideas about 
feeds and will decide to try a commer- 
cially compounded product.” 

Don’t Promise Miracles 

“We do not promise our customers and 
prospects a miraculous change in their 
livestock by a change of feeds. If such 
changes do take place it is best for the 
farmer to discover that himself and he 
will attribute the change to quality feed- 
ing and will recommend it to his neigh- 
bors. And experience has taught us that 
satisfied customers are our best advertis- 
ing.” 

“We are. of course, just a local busi- 
ness,” continues Mr. Epple, “and that is 
probably all we shall ever be but at that 
we cover considerable territory. Our 
trucks serve a radius of about 40 miles 
and they are always busy. The value of 
such a trucking service cannot be over- 
estimated in dealing with a busy class of 
people. There is always something to be 
done on the farm and even if they were 
not busy, many lack the facilities for 
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transporting feeds, etc., in any quantity, 
over the distances covered by our trucks. 

“We run a small ad, about 2 columns 
by 3 inches in the weekly county paper. 
Every year we put out calendars as a 
gesture of good will to our patrons. They 
have become used to this custom and 
naturally everyone expects a calendar 
from us. At regular intervals we mail 
post-cards to persons on our mailing list 
introducing some new product or to im- 
press on them the fact that we appreciate 
their patronage.” 

The Bristow mill has become an insti- 
tution. The oldest business in town, it 
has known several executives. Mr. Epple 
is not sure just how long ago it was es- 
tablished, but local comments place its 
birth back in the days when the town 
was first settled. Beyond a doubt this is 
true because it is well situated for early 
day milling. Water power may have been 
furnished by the swiftly flowing creek 
that skirts the premises. Bristow is well 
centered in the earlier settled portion of 
the county and there is no evidence of 
another milling concern near which might 
have taken care of the milling business. 

However the present name, Bristow 
Milling Co., is of recent origin, dating 
back only about six years. At that time 
Jacob Epple entered the business as a 
partner to Fred Smith who had been in 
the business for four years. Soon after 
the advent of the new partner plans were 
made for improvements and the business 
was christened the Bristow Milling Co. 


ILLINOIS 

P & E Co., Maroa, has purchased a 
feed store and hatchery at Monticello 
which will be managed by Nelson Himes. 

Cropsey Cooperative Grain Co., Crop- 
sey, is building a new feed warehouse. 

National Mills, Inc., Quincy, is expand- 
ing its business and will manufacture a 
complete line of feeds. 

J. C. Harmon, Findlay, has opened a 
new feed store at Shelbyville. 

Carasoy Co., Inc., 330 South Wells 
street, Chicago, has been formed to con- 
duct a wholesale and retail grain, flour 
and feed business. Incorporators are 
Vensal Gustavson, Stephen S. Snyder and 
Ralph L. Johnson. 

Ed Johnson has purchased the S. W. 
Hayes Hatcheries, Lincoln, and will han- 
dle a complete line of feeds. 

Norval Wheat, Newton, has opened a 
feed store in the building formerly occu- 
pied by the Choice Feed & Produce Co. 

Logan Myles has purchased the busi- 
ness of the Marshall Feed & Produce Co., 
Marshall. 

Henry DeBuhr, Debuhr Seed & Feed 
store, Mattoon, was found dead on the 


Under the joint management the mill be- 
came widely known under its new name 
and it developed an exceptional volume 
and prospered so well that it survived the 
depression and was just closing out the 
year 1935 with the best of hopes for an 
increasingly prosperous new year when the 
building and entire equipment was swept 
away by a fire. 
Comeback After Fire 


Confronted by the task of rebuilding 
their mill, Epple and Smith decided to 
put into practise some of the modern 
ideas of milling which they had acquired. 
Winter was on and they could not start 
rebuilding at once so they began looking 
around at some of the southern Indiana 
mills before building and choosing new 
equipment. In keeping with their policy 
of modernizing their business, the part- 
ners chose many of the best features of 
the mills they visited . . . a combination 
fitting best with their own ideas. In 
April, 1936, they resumed operations in 
a modern brick building equipped with 
the latest milling equipment. All electric 
power was installed . . . each unit was in 
a separate room and was separately pow- 
ered. A concrete, steel re-inforced wheat 
granary with 13,000 bushel capacity was 
built and their trucks were again seen 
on the roads. 

Already a decided increase in business 
is seen over the 1935 volume and the out- 
look is bright for a long and successful 
run based on a rising tide of enlighten- 
ment in the feeding of livestock. 


floor of the establishment December 16. 

J. A. Green has sold his feed store at 
Coffeen to Charles Cannon. 

Alfred Lee has opened a new feed and 
poultry supply store in Earlville. 

Lester E. Litwiller has taken over the 
business of the Hopedale Feed & Produce 
Co., Hopedale. 

Cortland Grain & Lumber Co., De Kalb, 
has been incorporated to merchandise 
grain, feed and livestock. Incorporators 
are R. F. McCormick, D. E. Katz and 
J. G. Boyle, Jr. 


os 


e G. A. HAERTEL CO., Minneapolis. 
Minn., is building an addition to its pres- 
ent plant which will cost in the neigh- 
borhood of $5,000. 
MORE FARM MONEY 

Gross income from agricultural prod- 
ucts for 1936 will be 12 per cent greater 
than in 1935, according to preliminary es- 
timates of the United States department 
of agriculture. The total farm income for 
the year just closed is expected to amount 
to $9,530,000,000 as compared with $8,- 
508,000,000 for 1935. 
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e J. M. RIEBS, the Riebs Co., Mil- 
waukee, has been ill and confined to his 
home for the past few weeks. His many 
friends in the trade who miss his genial 
presence join in wishing him a speedy 
recovery. 


@ HARRIS NELSON, manager linseed 
meal division, Pittsburgh Plate Glass Co., 
Milwaukee, and Mrs. Nelson spent the 
Christmas holidays visiting relatives and 
friends at Minneapolis. 


e HAMILTON & ALTER FEED CO. 
store, Parnassus, Pa., was badly damaged 
by fire December 11 with loss placed at 
$20,000. Howard Alter is the owner of 
the firm which is one of the oldest in that 
section of the country. 


LOOKS LIKE OUR 
FEED DEALER ff 
1S OUT AFTER THE |, 


Prize Ideas Used by Dealers 
To Boost Business 


(Continued from Page Nineteen) 


the markings on one of the cows closely 
resembled a map of South America. Upon 
his return to the store he decided to 
offer prizes in a contest to those furnish- 
ing proof of markings on their cows which 
resembled familiar objects. The results 
reported ranged from birds to a likeness 
of Abraham Lincoln and the local news- 
paper gave many columns of free publicity 
to the dealer in printing news stories of 
the idea. Three prizes, ranging from a 
quarter to a full ton of dairy feed, were 


?THATS | 
AND WHY NOT/ THAT'S 

THE BEST LINE OF 
FEED HE COULD 
HANDLE TO /NSURE 
BETTER POULTRY 


FUL-O-PEP FEEDS PAY PROFITS 


e It pays a dealer to handle the quick selling line of Ful-O-Pep 
Feeds. They give results which promote rapid turnover and 


accumulate profits for you. 


e Thousands of poultrykeepers have demonstrated through year 
after year use that Ful-O-Pep Feeds are profit- 


try profits. 


able. They get more eggs from the hens. They 
grow big strong chickens that make fine mar- 
ket poultry and produce big framed, sound 
bodied, well feathered pullets, capable of pro- 
ducing plenty of sound shelled premium eggs 


—especially when fed on Ful-O-Pep Egg Mash. 


e Right now you can make money and friends 
by selling Ful-O-Pep Egg Mash to the farmers 
and poultrykeepers of your community. It will 
help them get more eggs and make more poul- 


THE QUAKER OATS COMPANY 


Dept. 13-A, 141 W. Jackson Blvd. 


CHICAGO, U. S. A. 


presented to the winners. 

An inexpensive means of making his 
customers feel that they are always wel- 
come at his store has been adopted by a 
dealer in Illinois. He noted that most of 
the farmers smoked pipes ranging from 
penny corn cobs to the briar variety so 
he placed a large jar of his favorite brand 
of tobacco on the counter with a sign 
above it reading, “Help Yourself.” After 
the farm patron “fills up” and puffs con- 
tentedly he is in a receptive mood to 
listen to the dealer’s sales talk. Whether 
or not the tobacco is really responsible 
for his success is a matter of opinion but 
this particular dealer enjoys a nice vol- 
ume of business. 

Amateur Radio Contest 


The intense interest shown in amateur 
radio contests in all parts of the country 
prompted an Indiana feed and seed firm 
to adopt the idea at its local radio station. 
Arrangements were made with the broad- 
casting company for a series of 13 weekly 
programs and a large hall in the city was 
leased. The amateur show was thrown 
open to the public and a small admission 
charge of 10 cents per person was made 
to help defray expenses. The feed dealer 
himself acted as master of ceremonies 
and preceded the show with advertising 
of the company’s products. Business 
showed such a decided increase as a re- 
sult of the weekly broadcasts that the 
final costs proved to be the most inexpen- 
sive advertising ever attempted by the 
company. 

Helps Eradicate Weeds 


A New York state feed merchant learn- 
ed that the agricultural instructor of his 
local high school was conducting a study 
of weeds in the community with each 
member of the class required to make 
up a chart showing the different varieties. 
He conferred with the teacher and ob- 
tained his consent to place the best of 
these charts in the store window. The 
display created a large amount of interest 
among the farmers who, in many cases. 
did not even know that some of the weeds 
existed. The dealer further supplemented 
his idea by giving mimeographed instruc- 
tions on how to eradicate each particular 
type of weed. Additional sales at the store 
were obtained as a result, for the farmers 
were pleased to note that their feed man 
was taking a direct interest in helping 
them with their problems. 

If you have not used any of the above 
ideas which have appeared from time to 
time in The Feed Bag during the past 
year make a resolution to try several or 
at least one of them in 1937. And watch 
for new merchandising stunts which will 
be presented to you with every issue of 
The Feed Bag during the new year. 


e PAUL SATHER, manager, King Midas 
Flour Mills, Minneapolis, has been con- 
fined to his home with a severe attack 
of the grippe. H. I. Stark is pinch hitting 
for Paul on the job in the meantime. 
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Legislators Asked to Protect Dealers 


Against Itinerant Truckers 


@ Missouri Merchants a Petitions in Drive 


EED dealers in all sections of the 

country have been complaining of 

the inroads made into their business 
by the itinerant trucker and the subject 
has been brought up frequently for dis- 
cussion at meetings of various feed or- 
ganizations. 

It has been generally agreed that one 
of the most effective means of solving 
the situation is to appeal for legislation 
that will compel the tramp truck operator 
to observe regulations that will make him 
a bona-fide competitor or cease operation. 
Such a procedure is being followed by the 
Associated Country Merchants of Mis- 
souri. 

Ask Dealer Cooperation 


With a recent letter to feed and grain 
men pointing out the seriousness of the 
itinerant trucking problem, petitions 
which the dealers were requested to cir- 
culate were attached. 

“The time has arrived,” the association 
says, “when you as an individual firm 
can do something about the greatest prob- 
lem that has ever confronted the feed 
and grain man’s business. We refer to the 
unbounded and unlicensed and uninsured 
merchant trucker who never has and 
never can take any responsibility for 
adequately serving the territory out of 
which he is driving the tax-paying mer- 
chant who always has met his responsi- 
bility to carry the necessary stock to 
serve his customers in the hour of that 
customer’s greatest need.” 

Dealers are urged by the association 
to bring the problem to the attention of 
their representatives and senators. 

Contact Your Legislators 

“Do they realize, it is pointed out,” 
that herein lies the principal leak as to 
sales tax collections. Do they know that 
increasing of your sales tax obligations 
will actually lessen the amount you pay 
to the state due to the fact that this 
would enable the trucker who brags that 
he does not collect or remit any sales 
tax to take still more of your business. 
Do your senators and representatives un- 
derstand that until the unlicensed trucker 
is made responsible, under bond, for 
such collections he will take more and 
more of your business as taxes are raised 
on you and that total tax collections will 
be less even at higher rates? Do they 
know that it is unfair to you and to all 
other merchants to require you to pay 
merchant’s license and rent or own a 
business thus obligating you to carry in- 
surance of all kinds while they allow this 
most dangerous element upon our high- 
ways today to operate even without lia- 
bility insurance? 

The petition prepared under the aus- 
pices of the association reads: 
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We the undersigned merchants respect- 
fully request our senator and representa- 
tives to become active in the support of 
legislation designed and sponsored by the 
Associated Country Merchants of Mis- 
souri, all of which is designed to stabilize 
the itinerant trucker who, through utter 
lack of proper supervision which, under 
present inadequate legislation is now im- 
possible, have become irresponsible mer- 
chants evading the lawful requirements to 
which we are compelled to submit. 

See the Small Town 

Legislation must be had at this session 
of your honorable bodies which will bring 
even the dishonest trucker to the point 
where honest truckers who are desirous of 


complying with all the laws to which your 
honored predecessors have subjected us 
may be relieved of this further unfair 
competition and a stop may, by law, be 
put to the frauds now too often commit- 
ted by them. 

The future existence of the rural mer- 
chants who are and must remain the 
agency which feels obligated to carry 
stocks to take care of year ‘round re- 
quirements of the farm is now hanging 
in the balance. We frankly feel that we 
are justified in expecting that you will 
save the small town and safeguard the 
farmers from frauds against which we 
cannot compete and from which we have 
no redress. 


Builds Large Feed Warehouse 
Using Railroad Box Cars 


A NOVEL addition to the buildings of 
the feed, seed, grain and milling plant 


of the Postville Elevator Co., Postville, 
Ia. is a series of seven warehouses made 
from old box cars. 

Twenty-three box cars were purchased 
from a railroad by H. Roberts, owner 
and manager of the Postville company, 
at a cost of $60.00 each, delivered at 
Postville. Unused lots owned by Mr. 
Roberts along the railroad siding provided 
a suitable site for the warehouses. Con- 
crete piers were built for foundations to 
bring the box cars on a level for con- 
venient loading and unloading from the 
railroad. Used rails bought from an aban- 
doned street railway in Dubuque, Ia. 
were laid on top of the piers and the 23 
cars mounted on them in groups of two to 
a half dozen. The ends of the cars where 
they came together were removed to give 
a single room two cars long. The side 
doors of the box cars in each warehouse 
unit join, allowing passage from one room 
to another. 

Ends of the box car warehouses being 
on a level with the railroad tracks allows 
discharge from railroad freight cars. The 
side doors provide discharge to trucks. 

Mr. Roberts says he has found this 


use of abandoned freight cars a most sat- 
isfactory and economical method of ware- 
housing. The whole set gives storage space 
to 20 cars of grain, feeds and seeds. 

Another addition just made to the plant 
is a warehouse reconditioned from an 
old hotel, across the street from the ele- 
vator and mill. A cleaning plant has been 
set up in half of this and the other half 
will be used for storage. 

The Roberts plant has been prepared 
for larger grinding and mixing operations 
by the recent installation of a hammer 
mill, a molasses mixer and a batch mixer. 

The photograph shows two of the box 
car warehouses. The two story building 
at the right is the warehouse and cleaning 
plant recently made out of an abandoned 
hotel building. South of these buildings 
and not shown in the photograph are the 
mill and elevator. 


+ 


@ LEWISTON ELEVATOR CO., Lew- 
iston, Minn., has installed a new feed 
mixer. 


@ ERNIE KRAFT, manager of the 
Zenda, Wis. branch of the Burlington 
Feed Co., Burlington, Wis., recently left 
for Florida to spend a winter vacation. 
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National Grain, Feed Men 
To Meet in Dallas 


S. W. Wilder, Cedar Rapids, Ia., presi- 
dent of the Grain & Feed Dealers Na- 
tional association, announces that the 1937 
convention of the organization will be held 
at Dallas, Tex., October 11 and 12. 

Those who attend will have an oppor- 
tunity to view the Texas Centennial Ex- 
position which is to be continued this year 
and which will be in progress during the 
convention. 

Dallas grain men who comprise the 
committee which will direct arrangements 
for the convention program include J. R. 
Brown, chairman, A. J. Biggio and Alva 
McKnight. Appointed as a finance com- 
mittee are Jack P. Burrus, chairman, F. E. 


Cowan, Edwin Doggett, D. S. Donavon 
and N. L. Kelley. 

A grain grading school is expected to 
be held during the convention, probably 
on October 10. It is expected that at 
least six other grain and feed organizations 
will schedule their meetings for Dallas at 
the time of the Grain & Feed Dealers Na- 
tional association convention. 


e JEFFERSON DOWNS who operated 
a feed mill at Bridgeport, N. Y., for 
many years died recently at the age of 
86 years following a brief illness. 


e EMORY KOVACH, Arcady Farms 
Milling Co., Chicago, left for Biloxi, 
Miss., December 26 to spend a short 
vacation. 


NATURE’S FOOD MINERALS FROM THE SEA 


efficient and economical way 


presented at the last meeting © 


All are in a natural food form. 


reinforcing your Mash Mixtures. 


know that he can pass on to 


Dept. 


i hich make ManAmar the 


manganese to ultry 
MANGANESE: Evidence of the importance of ; | ) po : 
ixi on the market. 

the first source of commercial manganese for feed mixing purposes 


ides ample quantities of 
SARY MINERALS: ManAmar also provid 
such as Iodine, Phosphorus, Potassium, Iro 


VITAMIN G: Much will be heard now about the importance of vitamin 


plied an 
ixed Rations. ManAmar has always sup) 
pir thrift, and vigor. You can bank on the 


i tial vitamins 
VITAMINS A, B, D, E and G: ManAmar supplies all of these essen 
plus protein of high biological value supplyi 


Read what this Feed Manufacturer says:—““We are more than satisfied with the results 
ea 


i have 
anAmar i ct to continue ManAmar and 
feel that any feed dealer can increase 


in his feeds. We 
i t by the use of ManAmar in 
xa rene a better feed and thereby enable the 


feeder to realize more profits from his dairy or poultry. 
Write us for available territory, full particulars, et. 


PHILIP R. PARK, 
76, 608 So. Dearborn, Chicago, 
Mfg. Plant: San Pedro, Calif. 


adequate “G”’ factor to insure 
“G” element in ManAmar for 


ing a full complement of amino-acids. 


INC. 
ill. 
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Artesian Well Provides 
Power for Mill 


The Artesian Roller Mill, Prairie du 
Chien, Wis., long famed as the one and 
only feed mill in the United States run 
by artesian wells, is now operating again 
after a year’s idleness. 

Leo Lechnir, proprietor of the Lechnir 
Produce Co., Prairie du Chien, has leased 
the mill property from Henry Weniger 
who, after making a record of 52 years 
on the job at the old mill, was obliged 
to shut it down a year ago because of ill 
health. 

Mr. Lechnir has repaired the old build- 
ing and installed considerable new ma- 
chinery. He expects to continue running 
the mill with artesian well power. 

It was back in 1878 that John Weniger. 
father of Henry, conceived the idea of 
running his mill with artesian watez- 
power. He drilled two wells back of the 
mill, obtaining a great gush of water at 
a little over 1,000 feet. Instead of letting 
the wells shoot their waters into the air 
he laid pipes, caught the spouting waters 
and harnessed the pressure to turbines. 


Salsbury Adds 2 Experts 
To Technical Staff 


Dr. J. H. Copenhaver and Dr. A. W. 
Walde, two nationally known experts, 
have been added to the technical staff of 
Dr. Salsbury’s Laboratories, Charles City, 
Towa. 

Dr. Copenhaver who is a graduate vet- 
erinarian was at one time connected with 
the bureau of animal industry, United 
States department of agriculture, and for 
the past 20 years has been closely con- 
nected with the commercial manufactur- 
ing of biological products. In his new 
position he will be active in the educa- 
tional and production departments of Dr. 
Salsbury’s Laboratories. 

Dr. Walde is a graduate chemist from 
Iowa state college and was formerly as- 
sistant chief chemist with the ‘Texas agri- 
cultural experiment station, College Sta- 
tion, Tex. He will serve in the Salsbury 
chemical control and research division. 


as 


KASCO PAYS BONUS 

Kasco Mills, Inc., Waverly, N. Y., at a 
turkey dinner held December 12, for all of 
its employees distributed bonus checks 
amounting to approximately two weeks’ 
pay for each. Officials announced a con- 
stantly increasing demand for the feeds 
manufactured by the firm during 1936 
which has been one of the most successful 
years in the history of the company. 
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Merchandising 


AIN, RAIN, RAIN! For 24 hours there had been a 

steady downpour. On this particular day, the ’phone 

rang in the store of this southern town’s leading feed 
dealer. A good customer was in need of feed. The load was 
made up and the truck started out to the customer’s place. 
In a few minutes the loaded truck was back at the warehouse, 
the bridge was out on the road to this farmer’s place and it 
was impossible to get through! Yet out on the farm were 
cows and hogs and chickens that had to eat. What did this 
dealer do but send his truck on a 40 mile detour so there 
would be no break in the customer’s feeding. He didn’t make 
much on that load of feed but he cemented that customer to 
his store more thoroughly. He added to his reputation for 
service. In the long run, he will make money as a result of 
this extra effort to please his customers. 

Later this writer was visiting another feed dealer. The tele- 
phone rang and a customer ordered certain supplies. The dealer 
hung up, called one of the clerks and said, “Run over to the 
Blank drug store get these two items and put them in Mrs. 
Jones’ basket.” 

“What’s the idea,” I asked. 

“Oh, our customers often ask us to buy something in the 
drugstore and send it along with their order. We are glad 
to do it. It doesn’t cost us anything and the customer appre- 
ciates it.” 

It is this spirit of “going the second mile” that wins farm 
trade for the merchant. If a dealer expects to grow he must 
stand ready to give sound, reasonable service to his customers 
which need not necessarily be free. 

The most fundamental service that any merchant can extend 
to his customers is to have on hand the items they want when 
they want them. If, time and again, a customer comes in and 
asks for a product only to be told, “Well, I’m just out of that 
but I’ll have another car in in a few days,” it won’t be long 
until the customer quits coming in. He’ll go somewhere else 
where he’s reasonably certain of having his wants supplied 
promptly. Handling the line that will make your customers 
the most money also comes under the heading of service. 

Should Dealer Have Delivery Service? 

The answer to the question, “Shall we put on a delivery 
truck” is “Will it make me more money?” There are sec- 
tions in which practically all of the farmers come into town 
regularly for their supplies. Half of the stores in the New 
York survey for instance had no delivery service and most of 
the others delivered less than 10 per cent of the goods they 
sold. Under such conditions a delivery service is hardly needed. 
Should occasional delivery be required, it is usually possible 
to hire a local drayman to make it. 

In other sections, however, practically no farmer ever comes 
into a store. They have more or less been taught by the local 
merchant to expect delivery service. In such a section, the 
dealer will doubtless want to make arrangements for delivering, 
although store trade can be developed through a cash and carry 
policy. When all is said and done, the customer is the one 
who decides as to whether you shall have a delivery service 
or not. 

There is no such thing as rural free delivery—either of mail 
or merchandise. Some one must pay for gas and tires and truck 
depreciation. The cost will vary depending upon the type of 
service it is necessary to give. General Motors recently made 
an analysis of operation costs covering a number of lines of 
business. Their survey included 48 firms in the hay, grain 
and feed business, using a total of 220 trucks. Their study 
shows that it costs an average of 8.3 cents per mile, including 
maintenance and depreciation, (but not the hire of a driver) 
to run the 142 light duty truck (one-half to one-and-a-half tons 
capacity). Those trucks showed an average of 13.8 miles per 
gallon of gas and 112.5 miles per quart of oil. The average 
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Chapter 20. Selling Through Service 
By F. Harvey Morse 


Farm Supplies 


pay load was 2,707 pounds and the average length of haul 
21.2 miles, with 19.5 stops per day. 

The study of 94 firms in the flour and feed mill and grain ele- 
vator business using 258 trucks (124 being light duty) showed 
a cost of 9.9 cents per mile. Coal, coke and ice companies, on 
the other hand showed a cost of 11.2 cents. 

Since it does cost to operate a delivery service, it is logical 
that those customers using the service should pay its cost. 
If a dealer makes no difference in price to the customer who 
comes in and hauls away his own purchases and the one to 
whom he delivers, that means that the former is paying for 
service he doesn’t get. Such a policy is neither fair nor sound. 

There are three plans of charging for delivery service in more 
or less common use today. One group of dealers sets a basic 
car or warehouse price and adds a flat delivery rate per ton 
to that price for the customer who wants delivery service. 
This plan isn’t absolutely fair because naturally it costs more 
to haul a load of goods to a farmer living three miles out in 
the country than to one living only one mile. This plan is 
more suitable where the dealer’s territory is rather compact. 

Zone Plan for Delivery Charges 

A second plan used by a number of dealers is that of dividing 
their territory into zones. In other words, they figure that it 
doesn’t cost a whole lot more to deliver a ton than it does a 
half ton but that it does cost twice as much to haul two miles 
as it does one mile. Consequently, they base their delivered 
prices on distance. All customers living within a one mile 
radius may be charged $1.00 for delivery. Those living be- 
tween one and two miles away may be charged $2.00. Those 
between two and three miles $3.00, etc. Other dealers approx- 
imate the same policy with a flat charge per mile (not forgetting 
to include the return trip in the mileage). Since it costs a cus- 
tomer the same delivery price whether he buys a bag or a ton, 
this plan has the effect of increasing the amount purchased at 
one time. 

You will need to figure your own delivery costs, considering 
the following items: wages for driver, truck depreciation, 
interest on investment, tires, gas and oil, truck repairs, garage 
rent, truck license, insurance. 

When you have figured your total cost for the year, propor- 
tion it to the major lines you handle according to delivered 
sales volume—so much to feed delivery, so much for fertilizer, 
etc. Then divide each department’s delivery cost by the number 
of tons or pieces sold to arrive at the delivery cost per unit. 
Suppose your sales of feed amount to 9600 bags a year and 
your feed delivery costs are $960. Your cost per bag would 
then be ten cents a bag or $2.00 a ton. To determine your rate 
per mile, divide your total expense by the total mileage for the 
year. The following figures, based on the actual experience 
of a group of Eastern Pennsylvania merchants, illustrates the 
way the cost per mile is determined :— 


(This is figured on a yearly basis on a Ford truck. 
You can either figure 50 per cent the first year and 
25 per cent the two following years, or 25 per cent 
for four years of the total cost.) 
On investment: 75.00 
(This was figured on a basis of 1,200 gallons of gas 
and 100 quarts of oil.) 
(Figured at $25 a week and subtract $300 for work 
other than driving truck.) 
7. License and insurance 30.00 


The average store truck runs 12,000 miles in a year, $2,065.00 
(Continued on Page Thirty-one) 
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e HERMAN TRIELOFF and son, Oscar, 
on January 1 became the new owners of 
the feed and coal business operated by 
Neupert Bros. at Lake Mills, Wis. The 
firm was operated by the Neuperts for 
the past 25 years. 


COMPLETE NEW PLANT 

Fruen Milling Co., Minneapolis, Minn., 
has just completed the construction of 
a new storage and cleaning plant. The 
structure is 170 feet high and presents 
a pleasing architectural appearance. The 
company’s original mill was built in 
1894 by William Fruen and was operated 
as the Pettijohn Milling Co. Arthur B. 
Fruen is president and treasurer of the 
company, George C. Anderson is vice 
president and Robert R. Bredt, secretary. 


Laws on Unemployment 


Compensation Vary 
(Continued from Page Nine) 


District of Columbia and New York and 
Rhode Island are now studying such a 
plan. 

Benefits Provided Vary 


All of the states except the District of 
Columbia provide that benefits to be 
paid to unemployed persons shall be 50 
per cent of the wages up to $15.00 a 
week. The District of Columbia provides 
for an amount equal to 40 per cent of the 
wages plus 10 per cent for a dependent 
husband or wife and another 5 per cent 
for each dependent relative up to a max- 

imum of 65 per cent. The minimum 


FEEDING STOCK FOR 
GREATER PROFIT is a 
subject of interest to every 
farmer,dairyman or rancher. 
... This 48-page booklet is 
filled with facts on proven, 
practical methods of pro- 
ducing greater gains...in 
quicker time...and at less 
cost, through proper feed- 
ing of COTTONSEED MEAL. 


If you feed work stock, 
dairy cattle, beef cattle, 
hogs, sheep or poultry 
..-you will find this 
book USEFUL, and it is 
yours for the asking. 


NATIONAL COTTONSEED PRODUCTS 
ASSOCIATION, Inc., 
Educational Service— 
1411 Santa Fe Building, Dallas, Texas. 
Please send my FREE copy of 
"1937 Feeding Practices’ 


Name. 


Address. 


City. 


COTTONSEED MEAL 


HELPS COMPLETE ¢/- CYCLE of SOIL FERTILITY 


Nearly Four Willion Readers! 


OF FARM PAPERS WHERE THIS AD APPEARED 


Every year the num- 
ber increases of farm- 
ers, ranchmen and 
feeders who ask for 
these practical Feed- 
ing Bulletins. 


They are learning 
more about the effi- 
ciency of Cottonseed 
Meal in balanced ra- 
tions for all classes of 
livestock. 


Cottonseed. 
Meal 


in the Mixture 


Makes easier 
Sales! 
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weekly amount which may be paid varies, 
the highest being that of Rhode Island at 
$7.50 per week. Provision is also made 
for benefit payments for partial unem- 
ployment in all states except Massachu- 
setts and New York. 

A worker must have been unemployed 
for some time before he can collect ben- 
efits. Wisconsin, Rhode Island and the 
District of Columbia specify a waiting 
period of three weeks out of total employ- 
ment within the past 52, though in Wis- 
consin the period must be for one employ- 
er. In New York the waiting period is 
three weeks but not more than five weeks 
are required within any one calendar year. 
Indiana requires two weeks of unemploy- 
ment within the 13 weeks preceding pay- 
ment of benefits. Masachusetts specifies 
four successive weeks in 52 and New 
Hampshire three successive weeks with 
alternate provisions to cover certain cir- 
cumstances. 

Time of Employment 

In all states the length of time an 
unemployed person may collect benefits 
depends upon his previous employment 
records. There are, however, certain max- 
imum periods for the payment of ordinary 
benefits prescribed by all laws. New York, 
New Hampshire, Massachusetts and the 
District of Columbia provide for a period 
of 16 weeks within the year. The Rhode 
Island law is most liberal, providing a 
maximum of 20 weeks of benefits. In- 
diana specifies 15 weeks. 

The Wisconsin law provides a sliding 
scale which stipulates that four weeks of 
employment shall be counted for 1 week’s 
benefits when the benefit amounts to 
$10.00; five weeks of employment for one 
week’s benefits when the rate of benefit 
is $12.50 and six weeks of employment 
when the rate of benefit is $15.00 a week. 

To be eligible for benefits employees 
must have worked‘a certain period of 
time during the previous year. Rhode Is- 
land stipulates 26 weeks of employment 
within the 52 preceding a person’s un- 
employment; Indiana, 20 weeks; Mas- 
sachusetts and New York, 13 weeks; New 
Hampshire, 60 days, and Wisconsin four 
weeks of employment by the employer 
from whose reserves he draws benefits. 

Salary Limitation Scales 

In only four states the amount of salary 
paid is made the basis of a limitation of 
benefits. Non-manual workers paid at the 
rate of $2500 a year are excluded by New 
Hampshire while New York sets $2600 
as the minimum for exclusion. Massachu- 
setts excludes from benefits all workers 
whose rate of pay was $2500 a year, while 
persons making $150.00 a month or more 
for 10 months out of the last 12, on a 
fixed salary, are disqualified from benefits 
in Wisconsin. 


e C. O. RYDE, Ryde & Co., Chicago, re- 
turned to his office January 5 after being 


confined to his home with a gall bladder 
attack. 


e QUINN JOHNSTONE, _Johnstone- 
Templeton Co., Milwaukee, returned Jan- 
uary 4 after a two weeks’ vacation in the 
South which included a visit to the Texas 
Centennial Exposition at Dallas, Tex. 
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(Continued from Page Twenty-nine) 


divided by 12,000 equals a cost per mile of 17.2 cents. 

A third plan used by a growing number of dealers is that of 
letting outside firms handle all deliveries. A live wire Kansas 
feed dealer told this writer that he found it actuaily cheaper 
to have a drayage company deliver for him than te do his own 
hauling. As has already been pointed out, quite a few wide 
awake dealers are now hiring the drivers of milk trucks to 
carry their products back to the farms instead of traveling light. 
A similar arrangement can be made with the drivers of produce 
trucks. The business of trucking livestock into shipping and 
packing centers has grown in tremendous proportion during the 
past several years; it is likewise possible in many cases to use 
those truckmen to make deliveries for you. Whatever hired 
service you do use, you should be sure that it is dependable. 

It’s relatively easy to run up delivery costs if you don’t 
watch the various items of expense. Probably the greatest 
waste in delivery lies in poor organization of the service. It’s 
expensive to deliver only part loads—particularly so when on 
the same day or the next day, you may have to haul another 
part load out into the same neighborhood where the first was 
delivered. It is essential, then, to organize your delivery service 
for the smaller orders. If, in the aggregate, you sell a truck- 
load of stuff in one section of your territory during a week, 
then arrange to make one delivery a week, as outlined in the 
chapter on “Outside Selling.” Sell this particular plan to your 
customers as an economical measure for them. From a mer- 
chandising standpoint it is equally wise to schedule regular 
deliveries to your bigger customers but you can afford to deliver 
a full load anywhere at any time. As already suggested, a 
delivery route can be operated most effectively in connection 
with a selling route. 

Next, watch your truck expense. A careless driver can waste 
a sizable amount of your delivery money by the careless 
handling of your truck. If he shuts off the motor every time 


Truckload of Flour Ready for Delivery 


he makes a quick delivery—that’s costing more than if he 
lets it idle. 

On the other hand, it will probably cost more to let it idle 
on a long stop than to shut it off. If he doesn’t carry the 
proper air pressure in the tires, he’s going to run up expense 
on you there. If he brakes too quickly—there’s sliding and 
extra tire wear. Then if the carburetor isn’t properly adjusted 
for the weather, there will be less mileage and more carbon. 
The use of a good grade of gas and oil will probably save you 
money by eliminating extra carbon removals and motor repairs. 


Again, trucking expense can be reduced by keeping the 
machines in good operating condition. It is well to have them 
looked over regularly to head off any possible later and more 
expensive repairs. 

If your driver is dishonest, you’re likely to find gasoline and 
oil consumption mounting beyond any reasonable expectation. 
Watch this item of expense. 

The more progressive merchants are keeping very definite 
cost records on each of their trucks—and on each of their 
drivers. They are recording daily the amount of gas, oil, 
alcohol and other materials bought, repair work done, etc. 
They’re comparing these costs with mileage and volume de- 
livered. In case several drivers are employed, they are com- 
paring one with the other—and in some cases, basing com- 
pensation partly upon operation costs. 


fresh, supply. 


tank cars or barrels. 


PHILADELPHIA 


FEEDING MOLASSES 


A genuine Pure Sugar Cane Molasses imported direct from the sugar producing countries, Kane Syro 
is rich in sugars and the other natural ingredients that make molasses so valuable for feeding livestock. 
Fast tank steamers with an average capacity of a million and a half gallons each, provide a constant, 


A dependable service plus quality and low cost at your disposal. Order now for prompt delivery in 


NATIONAL CO. 


PENNSYLVANIA 
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900 Feeo Deaterns . NO-MILK 
Recommend NO). MILK CALF FOOD 


CALF FOOD Our ads tell the farmers 
They can’t be wrong. Since to “get it from their feed 
1885, No-Milk has saved ealer.” 
money for three generations don't b salt 
of dairy farmers. No-Milk is GONT be O 
\ now better than ever—con- No-Milk when your cus- 
tains all the vitamins. At tomers ask for it. 


your dealer, or he will ord- 
er for you. 


A postal request will 
bring you complete infor- 


NATIONAL FOOD CO. mation about our profit- 


FONDDULAC — _ WIS making dealer proposition. 


Our record of more than 15 years in the feed business 
assures our customers of intelligent and proper handling 
of orders for carloads or l.c.l. shipments. We welcome the 
opportunity of quoting on Mill Feeds, Oilmeal, Grain, etc. 


FARLEY FEED CO. 


Wholesale only 
JANESVILLE, WISCONSIN 


Importers of Pure Norwegian Cod Liver Oil and Peat Moss. 
Your patronage is appreciated. 


HYGENO LITTER VACTO-LAC 


LAPP’S HYGENO POULTRY LIT- Why take chances with 
TER is Dustless . . Medicated . . Fireproof. poor Hatches? Lapp’s 
It is especially treated with chemicals mak- VACTO-LAC in 
ing it distasteful to chicks and poultry and ; ee 
also giving it disinfectant properties to production . . Hatchability 
improve sanitation. . . Livability. Hatcheries are 
demanding that VACTO- 
LAC be fed to their flocks. 
It increases hatchability ten 


to twenty per cent. 


Write now for prices and 
Minneapolis, Minn. - - - Nevada, la. information. 


MILL MACHINERY 


Get our New Low Price on the 1937 
Model Feed Mixer with all latest im- 
provements. Write for details. - 


Everything for Mill and Elevator 


THE DUPLEX MILL & MFG. CO. 
SPRINGFIELD, OHIO 


1937 Model 
Feed Mixer 


Eastern Feed Merchants 
To Meet at Syracuse 


The annual meeting of the Eastern 
Federation of Feed Merchants will be 
held at the Onondaga hotel, Syracuse, 
N. Y., February 26 and 27. 

Louis E. Thompson, Glen Ridge, N. J.. 
secretary, announces that nothing is being 
spared to furnish dealers with a program 
that will provide them with practical and 
interesting ideas for their business and 
enlighten them on new legislation which 
has gone into effect during the past year. 

The annual banquet will be held on 
the evening of the first day of the con- 
vention and a splendid entertainment pro- 
gram is being arranged. Full details of 
the meeting will be published in the Feb- 
ruary issue of The Feed Bag which is the 
official publication of the federation. 


Good News 


For Feed Dealers 


He are three new products 
you'll want to stock. There is a 
steady all-year demand for them— 
and a nice profit for you on every 
bag you sell. 


The two new iodized calcium supplements 
for poultry—one for growing and mature 
birds, the other for chicks. Fed like ordi- 
nary shell, they provide the necessary cal- 
cium together with the correct amount of 
iodine to insure maximum digestion and 
most complete utilization of all feeds. The 
results are more rapid growth, higher vi- 
tality, earlier production of eggs and market 
birds, longer laying periods, more eggs, 
better shells, and increased profits. 


Arrow-Head 


INSOLUBLE GRIT 


Made from pure flint, the hardest and most 
efficient insoluble poultry grit on the mar- 
ket. Available in chick, hen and turkey 
sizes. 

And, lest you forget, our regular products 
are No. 4 Calcium Carbonate Flour, Elec- 
tro Calcium Carbonate, Iodized Calcium 
Carbonate, Shellmaker in chick, hen and 
turkey sizes, and Cal-Carbo. 


Write today for samples and prices 


CALCIUM CARBONATE CO. 
43-A East Ohio Street Chicago, Illinois 
Genevi 


» Mo.; Ill. 
eve, Mo.; Weeping Water, Nebr.; White 
Bear, Mo. 
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Can Opener Will Yield Funds 


For Attending Convention 


HEN members of the Northwestern 

Wisconsin District club are ready to 
attend the annual convention of the Cen- 
tral Retail Feed association to be held 
in Milwaukee next June a can opener 
will provide them with the necessary cash 
to cover expenses. 

A novel plan for accumulating the 
money was devised at a recent meeting of 
the club held at Turtle Lake, Wis., which 
was attended by more than 30 dealers. 
Each of the feed men who has pledged 
to attend the convention has been pro- 
vided with a sealed, empty can with a 
small hole punched in the top. Every 
Saturday evening from now until the time 
of the annual meeting in Milwaukee, each 
dealer has pledged himself to take a 
dollar bill, roll it up and drop it into the 
can. 

When June, 1937, rolls around a few 
twists of the wrist with a can opener will 
unlock the bank and out will pop enough 
currency to cover expenses of the trip 
and other incidentals. Thus far 36 cans 
have been distributed among dealers in 
the Northwestern Wisconsin district 
which assures the Central Retail Feed as- 
sociation of a record attendance at the 
convention from that section. 

“We are keeping after the dealers to 


Auctions Return Profit 
Boost Feed Sales 


(Continued from Page Thirteen ) 


grains. the nearest guess being 444. 

After the contest one of the local papers 
gave it a full column report. One of the 
comments made read as follows: 

“Observers, in commenting on _ the 
rooster’s record, said that there is a sim- 
ilarity between the rooster and the Econ- 
omy Feed & Milling Co.—that he ‘went 
to town’ when he got a chance and that 
the Economy company has steadfastly 
continued in building up good will as a 
community enterprise until it has become 
one of the county’s (not crowing, for the 
rooster does that) foremost concerns.” 

In addition to adapting himself quickly 
to changing conditions, Mr. Chappelear’s 
success is due in part to the treatment 
given customers. 

“Tt has always been the policy of our 
place,” he says, “to give our customers 
the breaks. We contribute liberally to 
local charitable organizations, charge it up 
to advertising and forget the expense. We 
find it pays. Good will is the only com- 
petitive insurance one can buy and in 
order to insure our business against loss 
through competition we endeavor to hold 
trade by fair yet firm dealings. We do a 
little credit business but hold our losses 
to a small fraction of 1 per cent.” 


ae 


e LAND O’LAKES CREAMERIES, 
Thief River Falls, Minn., is constructing 
a new plant to house a feed grinding de- 
partment. 
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make their deposits in the can,” report 
the officers of the Northwestern Wiscon- 
sin club, “and when convention time 
comes at least financial difficulties will 
not stand in their way for making the 
trip.” 

A yellow label has been placed around 
the tin can which reads—‘ON TO MIL- 
WAUKEE, CONVENTION FUND, 
CENTRAL RETAIL FEED DEALERS 
ASSOCIATION.” 

The executive committee of the Central 
association will meet in the near future to 
set the convention dates and to discuss the 
program. The largest attendance in the 
history of the organization is expected. 


@e RUDY OPSAL, Arcady Farms Mill- 
ing Co., Chicago, returned recently from 
a business trip to New Orleans. Mr. Opsal 
also spent the Christmas holidays visiting 
with his family in Minneapolis. 


e FRANK L. NEILSON, vice president, 
and Frank W. Drum, Cargill, Inc., Minne- 
apolis, are planning to leave soon with 
their wives for a trip to Mexico. 


PORTABLE MILL EXPLODES 

Menace to life and property courted by 
farmers who permit portable feed mills 
to operate on their property was further 
demonstrated near Baldwin, Wis. recently. 
An itinerant grinder beimg operated by 
Hartwig Bros. on the Guerkink farm sud- 
denly exploded and pieces of metal were 
strewn about the barnyard. The portable 
mill was completely wrecked. Fortunately, 
no one was injured. 


PROFIT MINDED CUSTOMERS 


T’S A SIGN OF THE TIMES that more than 3,500 feeders from 
I every state of the nation paid their own way to Purina’s Experi- 
mental Farm and Research Laboratories in the last three months 
to learn better ways of making more meat, more milk, more eggs. 

In these days of needed production, farm folks have turned their 
backs on price-tag feeds. They’re swinging to quality, results and 
profits. They want the extras they know only quality can give. 
And they’re ready to make it a Year of Years for the home-town 
merchant who handles Purina’s new-day feed. 

Take it straight from 3,500 Purina farm visitors... it’s not a 
day too soon to demand an honest appraisal of the value of the 
Purina Franchise to your business. If 3,500 profit-minded cus- 
tomers think enough of Purina’s money-making program to 
spend their own time and money to investigate, surely you'll want | 
to call in the Purina Man and get his facts first hand. Let us know 
which day this week you’d like him to call. 


PURINA MILLS, 923 Checkerboard Square, St. Louis, Mo. 
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@ PAUL SPANOS, proprietor of the 

Brooklyn Feed Co., Cleveland, has opened 

a second store at 6658 Pearl road, under 

a name of Parma Heights Farm Supply 
0. 


HADDEN IS DEAD 


E. G. Hadden, veteran member of the 
Milwaukee Grain & Stock Exchange, who 
held a record of not missing a single trad- 
ing day in 53 years died at his home 
December 27 following an attack of pneu- 
monia. Mr. Hadden started as an inde- 
pendent trader at the age of 21 and his 
years were marked with a series of suc- 
cesses and failures. He was 74 years old 
at the time of his death. 


Tomonnow Ja Anothen Day 


By EMIL J. BLACKY 
How great it is that we can say, 
“Tomorrow is another day.” 
When not a single sale is made 
Which doesn’t help the bills get paid; 
When all the world just rubs us wrong 
And things we do all get the gong; 
When John Smith says, “the feed we sell 
Ain’t worth the powder to”—Oh, well, 
We still can grit our teeth and say, 
“Tomorrow is another day.” 


NORGE COD LIVER OIL 


(100% Pure Norwegian Cod Liver Oil) 


@ Stocks on hand of recent arrival have been released after 
inspection by the United States Government for completeness of 
required contents of Vitamins A & D, assuring you of a quality 
product. 

@ Can ship from Milwaukee same day as order is received. Wire or phone now. 

— Phone us for quick service on — 

Dried Brewers Grains, Maltsprouts, Millfeeds, Big Chief Meat scraps, Staley’s Corn Gluten 
Feed, Soybean Oil Meal and Corn Oil Meal Premier Swedish Peat Moss (Poultry or 


Horticultural) carloads or less. 


DEUTSCH & SICKERT CO. 


741 N. Milwaukee St. Milwaukee, Wisc. Phone. Marq. 3140-3141 


COMPLETE IN AMINO ACIDS 


A substitute for Dried Milk Products in mixing feed for poultry and farm animals 


RYDE’S ORGANIC MINERALS 


BETTER GROWTH AND RESISTANCE AGAINST DISEASE 
Write for more information and prices 


5425 W. ROOSEVELT RD. 
RYDE & COMPANY CHICAGO, ILL. 


Ryde’s Cream Calf Meal—The Cream Quality Calf Meal 


When good wife calls us in a stew 
And says, “George, dear, what shall I do, 
I’ve got a bridge club date at two; 
The car won’t start—not only that, 
I found the two rear tires flat.” 
Yes, do be thankful you can say, 
“Tomorrow is another day.” 

When banker Jones is on the phone 
And tells us in an icy tone, 

“That note you signed is due today ; 
“I’m sorry, sir, you've got to pay.” 
And Bill, the driver, saunters in 
With sullen look displacing grin 
And says, full well prepared to duck, 
“I’m sorry, sir, I wrecked the truck” 
Man, aren’t you glad that you can say, 
“Tomorrow is another day.” 

How futile life—how cold the sun 
If hope expired when day is done 
And no tomorrow, fresh and new 
Would ever let us follow through 
To turn our troubles into joy 

As battling Romans conquered Troy. 
Yes, do be thankful you can say, 
“Tomorrow is another day.” 


@ D. AULT, manager, Whittemore El- 
evator Co., Whittemore, Ia., has resigned 
because of poor health. His resignation 
has been arranged to take effect any time 
between January 1 and March 1. 


STRUVEN’S FISH MEAL 


» The economical source of Proteins and Minerals in this market « 


WRITE... WIRE... PHONE 


THE CHAS. M. STRUVEN COMPANY 


BALTIMORE, MARYLAND 


FOR MODERATE PRICES, PROMPT SERVICE ON ANY QUANTITY OF .. 


New MENHADEN FISH MEAL 


Just made from the Whole Fish — fresh from the Sea 
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Pecos Valley Alfalfa Mill 
: — 


TRY OUR 


| 
PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 
Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 


HAGERMAN, NEW MEXICO 
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Indiana Dealers to Meet 
At Indianapolis 


Something new and entirely different in 
entertainment is promised those who at- 
tend the 36th annual convention of the 
Indiana Grain Dealers association which 
will be held in the library of the Board of 
Trade, Indianapolis, Ind., January 19 and 
20. 

“President Pritchard and I,” announces 
Fred K. Sale, secretary of the association,” 
have been giving considerable thought to 
our program. We believe it will be one 
of the strongest and most interesting it 
has been our good privilege to provide for 
many years. 

“We are not going to let you in on the 
secret about the entertainment for the 
banquet but we guarantee that it will be 
better than any you have ever seen at 
our meetings before.” 

One of the guest speakers at the con- 
vention will be William H. Curry, recently 
crowned Corn King of the world at the 
International Grain and Hay show. He 
will have on exhibit his ten ears of prize 
winning corn. Special entertainment is to 
be provided for ladies during the conven- 
tion and dealers are urged to bring their 
wives. 


WISCONSIN 


Yuba grist mill, Yuba, was destroyed 

by fire December 10. 
- Mayr’s Seed & Feed, Beaver Dam, was 
host to more than 200 persons including 
its dealers at a banquet and program held 
December 8. 

A. G. Schuster, Bangor, has opened a 
branch feed store in the former George 
Fabian building, Melrose. 

J. W. Jung Seed Co., Randolph, has 
purchased a 160 acre farm to furnish more 
seeds for its rapidly increasing business. 

Galesville Mill Co., Galesville, has in- 
stalled a new diesel engine. 

Edwin O. Bakke, DeSoto, has _pur- 
chased the Van Gordon elevator, Alma 
Center, and is operating it as Bakke’s 
feed store. 

A. A. Bergeron, Rice Lake, will re- 
build his elevator which was destroyed by 
fire last November. 


NEW PLANT COMPLETED 


A fire proof building of concrete blocks 
with steel roof and steel windows, 35 by 
80 feet, and with a basement at track 
level, 30 by 35 feet, has been built by 
L. A. Hazard & Sons, Derby, N. Y. It 
replaces an old wooden structure that was 
destroyed by fire June 18, 1936, during 
a severe electrical storm. Lightning was 
believed responsible for the loss which 
on grinding, cleaning and mixing equip- 
ment and inventory of feeds and supplies 
was estimated at $10,000. The main floor 
of the new building is divided by a fire 
proof partition and fire proof door into 
a mixing room 30 by 35 feet and a ware- 
house 35 by 50 feet. L. A. Hazard & 
Sons have a branch office at Orchard Park, 
N. Y., in charge of Charles Hazard. Flour, 
poultry supplies, coal, wood, building sup- 
plies and drain tiles are also handled at 
the main office. 
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Shippers of... 


Corn « Oats 
Feed Barley 


Poultry and Milling Wheat 


* Any Grade 
°* Any Quantity 
° Any Time 


MINNEAPOLIS MINNESOTA 
Write or Wire for Quotations 


AMERICA § MOST PHENOMENAL 
(CALF FEED SUCCESS! 


© Sold in 48 States and 26 Foreign 
Countries! 


® Raised 4 of the World’s Greatest 
==) Butter Producers! 


@ Advertised in 28 National Farm. 
and Dairy Publications! 


8 &% FEED DEALERS like yourself—all over the country — 
oF 8® are cashing in on Calf Manna! Dairymen want this sen- 


ar sational feed. It’s cheaper to feed than milk. It raises deep 
rs) bodied calves, free from scours. It’s advertised in 28 national 
%6 farm and dairy publications. Turn these profits your way — 


stock and feature Calf Manna! For further iuformation, 
@ @ write Carnation Company, Dept. FB, Oconomowoc, Wis. 
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SEED CORN LOANS 

Farmers of midwestern states in which 
the emergency seed corn loan program 
is in effect have applied for loans of ap- 
proximately 200,000 bushels of corn. The 
seed corn loan at the rate of $1.75 a 
bushel and the field run corn loan at the 
rate of 55 cents a bushel are being made 
through the Commodity Exchange Corp. 


@ KERKHOVEN FARMERS ELEVA- 
tor Co., Kerkhoven, Minn., is planning to 
construct a modern feed plant and install 
new equipment. 


@ NUTRENA MILLS, INC., Kansas 
City Mo., has leased the former Hoyland 
flour plant and machinery has been in- 
stalled for poultry feed manufacturing. 


NEEDED PLANT-FOODS 
EXTRA MINERALS | 
ABUNDANT MAGNESIA. 


ITROGEN .. The kind and quantity to 
give the crop a quick start and keep it 


growing. 


plants. 
AGNESIA .. 


every bag. 


Agents Wanted 


VirGINIA-CAROLINA CHEMICAL Corp. 
EAST ST. LOUIS, ILL. 
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HOSPHORIC ACID .. Ample Super- 
phosphate to boost the yield. 


OTASH .. To insure healthy, vigorous 


Sufficient to insure that 
mixtures are non-acid forming. 


XPERIENCE . . 35 million tons back of 


@ J. F. BONNER, manager, Farmers 
feed store and branches, LaFayette, Ind., 
has resigned to join the J. F. Basch Co., 
Chicago. J. F. Hall, Detroit, Mich., owner 
of the business, is acting as manager until 
a successor to Mr. Bonner has been ap- 
pointed. 


@ FARMERS COOPERATIVE CO. 
plant, Knox, Ind., is now being operated 
as the Farmers Seed & Coal Co. by 
Harry O. Jorden who recently purchased 
the business. 


@ GARMAN GRAIN CO., Delphos, 
Ohio, will manufacture scratch feeds and 
cut corn and new equipment has been 
installed to handle the production. 


EMPLOYMENT BUREAU 


compli fidential service— 
address your inquiries to The Feed Bag 


POSITIONS WANTED 


Sales promotion manager seeks opportunity 
to build business for ambitious feed manufac- 
turer. Thoroughly experienced in all phases of 
advertising and merchandising. Good record 
and references and willing to prove worth to 
new employer. Age 30, married, two children. 
Refer to No. 1261. 


Feed or flour salesman with 20 years experi- 
ence and excellent references. Acquainted with 
trade in Ohio, Indiana and Michigan. Age 48, 
married, three children. Refer to No. 1262. 


_ Experienced Salesman wants position in feed 
industry. Good producer with excellent refer- 
ences. Prefers Wisconsin, Illinois or Indiana. 
= 36, married, no children. Refer to No. 


POSITIONS AVAILABLE 
Manager. Experienced to operate a wholesale 
and retail flour and feed branch of a Wisconsin 
milling concern. Salary and liberal percentage 
of net profit. Refer to No. 171-A. 


Salesman. Feed and flour by Wisconsin milling 
eoncern. Drawing account and commission. Do 
not apply unless you have had successful record. 
Refer to No. 172-A. 


Salesmen. Binder twine, Manila rope, Barbed 
wire and Wire rope. Commission basis, full or 
part time. Good side line. Refer to No. 173-A. 


Salesman. Fertilizer for Western Wisconsin. 
Must have successful sales record and be 25-35 
years old. Farm background preferred, good op- 
portunity. Refer to No. 174-A. 


Salesman, full or part time, to sell ideal non- 
competitive side line product handled by estab- 
lished dealers. Live wire can make real money. 
Refer to No. 1161-A. 


VERMONT FEED TESTS 


Vermont agricultural experiment sta- 
tion reports that during last year 1975 
samples of commercial feeding stuffs, 
representing 600 brands drawn from 
dealers’ stocks, were tested and 95 per 
cent of them found to conform to the 
claims made for them. Six brands of 
dairy ration and two brands of scratch 
feeds contained noticeable numbers of 
weed seeds. Fourteen of the 194 brands 
of unmixed goods and 16 of the 406 
brands of mixed feeds failed to meet their 
guarantees. 


@ ALLEN M. CHELLIS, Kezar Falls, 
Me., has left his grain and feed business 
in charge of his father and has accepted 
a position as sales representative for a 
poultry equipment firm. 


Chick Growing Contest 
For Allied Mills 


Allied Mills, Inc., Fort Wayne, Ind., 
manufacturers of Wayne feeds, announces 
that it will hold a chick growing contest 
in which $1500 in cash prizes will be dis- 
tributed. 

The “Wayne Chick Growing Derby” 
is to be supported by an extensive mer- 
chandising and advertising program de- 
signed to attract business for Wayne deal- 
ers everywhere. 

Those interested in obtaining complete 
details on the contest and other plans of 
the company for 1937 are requested to 
write Merchandising Dept., Allied Mills, 
Inc., Fort Wayne, Ind. 
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@ GRAGG BROS., proprietors of the 
Salem Feed & Produce Co., Salem, IIL, 
have purchased the Ellis Maytag & Im- 
plement Co., also of Salem, from Austin 
Ellis and consolidated the two firms. 
Gragg Bros. opened their feed store two 
years ago and have enjoyed a continued 
increase in business. 

@ HAMLET GRAIN & FEED CO., 
Hamlet, Ind., is rebuilding its plant which 
was recently destroyed by fire. 


@ A. R. TERPSTRA has purchased the 
Lynnville Seed Co., Lynnville, Ia., form- 
erly operated by him with C. O. Macy as 
a partner. 


+ 


@ SPENCER KELLOGG & SONS, 
Inc., Buffalo, N. Y. have completed the 
installation of new soybean machinery at 
their Des Moines, Ia., plant and started 
crushing December 2. The added equip- 
ment gives the plant four times its former 
capacity. + 
OLES IS EDITOR 

Floyd Oles, executive secretary of the 
Pacific Northwest Feed association, Inc., 
Seattle, Wash., is launching and will edit 
a new paper to be known as “The Farm 
Trades Journal.” It will serve as the 
official publication of the feed organiza- 
tion and the Washington Produce Ship- 
pers association and will represent the 
community interest between the producer, 
processor and distributor of agricultural 
products. 


Baby Chick ae Is Coming 


ORDER YOUR SUPPLY OF 


Dried Buttermilk | 
Dried Skimmilk 


NOW and provide your customers with 
the best. Get our prices. 


LaBUDDE FEED & GRAIN CO. 
MILWAUKEE, WISCONSIN 
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Trucks Advertise Products 
For New Jersey Dealer 


co(puR trucks are our best advertising 

mediums”, says C. E. Trubenbach, 
Cranford feed and grain store, Cranford, 
N. J. “Our three delivery units are paint- 
ed a bright orange with contrasting blue 
—a conspicuous color scheme that stands 
out. Practically all the lines we handle 
are lettered on the trucks—horse feed, 
dairy ration, fish meal, hog feed, poultry 
supplies, chicken feed, seeds, fertilizers, 
insecticides, acquarium supplies, pet 
foods, remedies, etc. 

Rolling Advertisements 

“Each truck is a rolling advertisement 
for our store. The feed dealer who over- 
looks the advertising possibilities in his 
delivery trucks is missing a good bet be- 
cause they are seen by thousands daily, 
whether they are rolling over the high- 
ways or standing outside a house on 
delivery. 

“We have made many new customers 
through our truck ads. Frequently, a 
‘walk-in’ will tell us that she saw such- 
and-such an item advertised on our truck 
and came in to buy. Many of these 
‘walk-ins’ become regular customers.” 

“Each truck is manned by a driver- 
salesman. We coach our drivers to sell 
and these three men have brought in as 
high as $500 additional business in one 


week. They average $250 ‘plus’ sales each 


week or better than $12,000 annually, 
which gives us a substantial net profit at 
the end of the year. We would get little 
of this ‘plus’ business if we did not coach 
our men to watch for it. 

“Not long ago we let one man go be- 
cause he was lax in this regard. When 
employing a new driver-salesman we tell 
him frankly that he is hired to sell as 
well as to deliver orders, that if he ob- 
jects to selling, he may as well not take 
the job. We also pick men who make a 
nice appearance, who have personality 
and seem to possess selling ability. 

“Of course, we realize that delivery 
men must have brawn to juggle heavy 
orders but at the same time they must 
measure up from a selling angle too. Our 
men are not supposed to high-pressure a 
customer. Suggestive salesmanship upon 
delivery is sufficient to land a consider- 
able number of ‘plus’ sales. 

Profits Through “Slump” 

“With the delivery truck as an adver- 
tising medium and the delivery man as a 
selling medium, we have managed to 
chalk up a steady increase in sales. We 
showed a profit all through the slump and 
the main reason why we managed to keep 
out of the red is our practise of using 
our delivery department as an advertis- 
ing and selling agency on the side.” 


1937 ?? 


et will it bring You in... 
1. Volume of business 
2. Profits 
3. Market fluctuations 
4. New legislation that will 
effect you. 


It would be nice to know the answers 
now—instead of next December. 


Our guess is... 
1. Slightly larger volume 
No more profit than in 
1936 
3. Very wide price swings 
4. More strict enforcement 
of present laws and more 
taxes. 


One cinch bet—to make 1937 a better 
year for YOU. 


@® HANDLE ARCADY PRODUCTS. ® 


ARCADY FARMS MILLING CO. 


223 W. Jackson Boulevard 


CHICAGO, ILL. 
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Order a Mixed Car of 


\ 


The flour with the Vim and Pep left in 


A —Higher in Protein— 


TENNANT & HoyT Co. 
= LAKE CITY, MINN. 


ji 


Golden Loaf Flour 


Bran and Middlings 


When in the Market: 


For Poultry Wheat — Feed Oats— 
Wheaty Barley — Feed Barley — 
Corn—Feeding Screenings. 


Write or wire for quotations. 


IAWATHA GRAIN COMPANY 


MINNEAPOLIS, MINN. 


| All your needs in grain and feeds” le 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
THE HUBINGER COMPANY, Keokuk, Ia 


Sunset Feed & Grain Co., Ine. 


Corn Germ Meal and Gluten Feed 


FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal 
HEALTH PRODUCTS CORPORATION 


ROSENBAUM BROTHERS, Chicago, Ill Grain 
VANDERSLICE-LYNDS CO., Kansas City, Mo Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb Cond d and Dried Buttermilk 
L. C. NAISAWALD & SONS, INC., New York City. Blackstrap Molasses 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa Oyster Shells 
NATIONAL OATS CO., Cedar Rapids, Ia Oat Products 


Alfalfa Leaf Meal 
CLO-TRATE Concentrated Cod Liver Oil 


INDIANA 


Hamlet Grain Co. elevator, Knox, which 
was destroyed by fire last November is 
being rebuilt. Charles Patty is the owner 
of the firm. 

R. C. Fretz Feed Co., Waterloo, has 
installed equipment in its plant which 
will double the former capacity. 

Pliny Gratz, proprietor of the Waterloo 
Mills, Waterloo, has been appointed head 
of the Central States Machinery Sales 
and Service. He will operate the firm in 
connection with his present business. 

John M. Ashton, Laconia, has opened 
a feed store at Corydon on the site 
formerly occupied by the Lindley Produce 
Co. Newell Rooksby will be in charge. 

Farm Bureau elevator, Cynthiana, has 
installed a new feed mixer. J. Omer Smith 
is manager. 

Bert Osborne has opened the Farmers 
Feed Co. at Connersville. 

Alonzo A. Smith is building a new ele- 
vator and feed mill at Fillmore. 

Charles Webster, Russelville, has com- 
pleted the remodeling and painting of his 
elevator and mill. 

Farmers Elevator Co., Chalmers, has 
added hardware as a sideline to its present 
feed business. 

Farmers Cooperative Equity Exchange, 
Van Buren, has increased the size of its 
office and display rooms and painted the 
plant. 


as 


e ALVIN J. SOWERS, Story City, Ia., 
has opened a new feed store in the build- 
ing formerly occupied by the Story City 
sales pavilion. 


CEREAL 


GRADING CO. 


MINNEAPOLIS 
Specialize in 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US 


USED 


BURLAP 


AND 


COTTON 


AGS 


INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


BAGS 


TWINE 


e3ge 


AGLE ROLLER 
MILL CO. 


NEW ULM, MINNESOTA 


Manufacturers 


Daniel Webster 
and Gold Coin 


SPRING WHEAT FLOURS 
RYE FLOURS 


Commercial and Mill Feeds 


WE BUY FREDMAN BAG CO. 
SURPLUS BAGS MILWAUKEE, WIS. 
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Two Foreign Branches 
Opened by Dawe’s 


Dawe’s Products Co., Chicago, Ill., has 
established branch offices in London, Eng- 
land, and Antwerp, Belgium. Arrange- 
ments for the opening of these two ex- 
port markets were made by Charles Dawe, 
president of the company, who returned 
recently from a trip to Europe. 

The England office will be located at 
3 E. Cheap, London E. C. 4 and will be 
in charge of V.E.W.E. Eves, manager. 
and H. P. Corin, vice president in charge 
of sales. Both men are well known in 
English nutrition circles. Comptoir An- 
versois D’Importation “Comanima” are 
serving as the Belgium distributors. 

“The interest in vitamins among feed 
manufacturers and mixers throughout the 
world has been heightened during the past 
few years,” Mr. Dawe declared upon re- 
turning from his trip, “and there is being 
developed a widening market for vitamin 
concentrates. Domestic interest reached a 
new high peak during the past year and 
1937 should see an even greater applica- 
tion of the importance of vitamins in 
feeding.” 

A revised edition of its “Vitamin Book” 
is being published by the Dawe’s com. 
pany and copies will be furnished free 
on request to bonafide feed manufacturers 
and mixers. 


+ 


e JOHN CAMPO, proprietor of the Na- 
tional Flour Co., Bridgeport, Conn., 1s 
the happy father of a son born recently. 


») PHONE US for... 


MILLFEEDS 

LINSEED OIL MEAL 
SOY BEAN MEAL 
ALFALFA MEAL 
DAIRY FEEDS 

HOG FEEDS 

MIXING INGREDIENTS 


Waterloo Mills Co. 


WATERLOO, IOWA 


Minnesota 


You can increase your flour sales 
by recommending 


MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 
FLOUR in your next car of 
@ Queen Wheat Feed 
@ Cherokee Pure Bran 
@ Cherokee Middlings 


WIRE US FOR PRICES 


GUARANTEED 


CAPITAL FLOUR MILLS, INC, Minneapolis,.Minn. 


All poultry rations should 


include liberal quantities 
of DAIRYLEA DRIED 
SKIM MILK. Also good 
in all rations for calves, 
poultry and swine. Carried 
by principal feed mer- 
chants throughout eastern 


territorv. 


Manufactured and Distributed By 


DAIRYMEN’S LEAGUE CO-OPERATIVE ASSOGIATION, Inc. 


11 West 42nd Street — New York, N. Y. 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


EXCELSIOR 


MILLING COMPANY 


MINNEAPOLIS, MINNESOTA 


HIGH QUALITY PRODUCTS 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FOR SALE or RENT 
Flour and Feed warehouse. Business established 
40 years. Eastern New York. Storage capacity 
20 cars. Bins for bulk grain 20000 Bushels. 
a pad siding. Write P. O. Box 92 Rensselaer, 


BUSINESS FOR SALE 

Grocery Store, Flour, Feed, Coal, Tile, Seeds, 
Grain, Feed Grinding and Mixing business, also 
modern up-to-date home with furnace heat and 
running water. Entire business and home com- 
bined under one overhead. Price reasonable. 
— CL-118, c/o THE FEED BAG, Milwaukee, 

is. 


SALESMAN WANTED 
Full or part time. Ideal side line for feed or 
fertilizer salesman as does not compete. Sales 
made to established dealers. A permanent propo- 
sition, exclusive territory. A live-wire can make 
real money at this. Write P. O. Box 483, Wau- 
kesha, Wis. 


KEEP POULTRY HEALTHY 
UNIVERSAL YEAST Added to your laying 
mashes corrects digestive disorders. Aids the 
digestive process and helps control diseases. 1 
creases hatchability. Rich in vitamins B and G 
Manufactured by RICE LABORATORIES, INC., 
Dassel, Minn. 


TRUCK SCALE FOR SALE 
15 ton 9’x18’ platform scale. First class shape. 
Will sacrifice. Write DK-116, c/o THE FEED 
BAG, Grain & Stock Exchange, Milwaukee, Wis. 


FEED MIXER FOR SALE 
One ton capacity—fioor level feed—has motor 
—latest style machine—used short time. Write 
CD-116, c/o THE FEED BAG, Milwaukee, Wis. 


CORN CRACKER & GRADER FOR SALE 

Cutter—grader—polisher—aspirator, one ton 
per hr. A-1 condition, guarantee. Write CM-116, 
c/o THE FEED BAG, Milwaukee, Wis. 


HAMMER MILL FOR SALE 
Has 30 H.P. motor—used only short time. 
Like new. Bargain for cash. Write MM-116, c/o 
THE FEED BAG, Milwaukee, Wis. 


BUSINESS FOR SALE 
Three combination feed and grocery stores. 
All doing nice business. Located in good dairy 
country. Write Western Supply Co., Sparta, Wis. 


FEEDS AND FEEDING 

You should have the latest edition of Feeds 
and Feeding by Prof. F. B. Morrison. Contains 
300 pages more than former copies, including an 
entirely new chapter on proteins, minerals and 
vitamins. No person engaged in producing or 
handling feeds can afford to be without it. Only 
$5.00 per copy. THE FEED BAG, 741 No. Mil- 
waukee Street, Milwaukee, Wis. 


MILK, EGG INCOME 


Wisconsin ranks first in the cash income 
from milk sold during the past year with a 
total of $131,916,000. Other states, ac- 
cording to their respective rank, are New 
York, $128,473,000; Pennsylvania, $92,- 
037,000; Minnesota, $78,694,000; Illinois, 
$64,498,000; Iowa, $61,969,000; Ohio, 
$61,921,000, and Michigan, $55,629,000. 

The respective positions of the states in 
cash income from chickens and eggs sold 
is Iowa, $49,697,000; Pennsylvania, $42,- 
507,000; Ohio, $37,974,000; New York, 
$35,807,000; Illinois, $34,953,000; Indi- 
ana, $26,947,000; Wisconsin, $25,629,000, 
and Minnesota, $24,912,000. 


Established 1892 


Franke Grain Co. 


Incorporated 


GRAIN AND FEED 


Milwaukee Wisconsin 


@ YOUR LAYING MASHES 
NEED UNIVERSAL YEAST 


It corrects digestive disorders, aids the digestive 
process, and helps control diseases. 
Rich in Vitamins B and G. 
Manufactured by 
RICE LABORATORIES, ING 
Dassel, Minnesota 


DO YOU WANT 
TO SELL MORE 
DOG FOOD? 


@ We have developed a 
sure-fire plan for in- 


creasing sales of Dog 


Food. If you want 
more sales and more 
profit, write at once to 


Vitality Mills, Inc. 
Dept. FB-I Board of Trade 
CHICAGO, ILLINOIS 


PURE OLD PROCESS 


LINSEED OIL MEAL 


A Suggestion—Write us today if interested. 
Either prompt or deferred Linseed Meal. 
Save Money. “Stand by Stan.” 


A.L. STANCHFIELD & CO. 


Wholesale Grain and Feed Merchants 
502 Corn Exchange Bldg. Minneapolis 


In A Horry? 


Save time and money by sending your 
trucks to our wholesale feed warehouses. 


CORN DISTILLERS GRAIN 
LINSEED OIL MEAL 
SOY BEAN MEAL 
BUTTERMILK POWDER 
BREWERS GRAINS 
MALT SPROUTS 
and 103 other Feeds 


FEED SUPPLIES, INC. 


West Allis—1637 South 83rd St. 
No. Milwaukee—3328 W. Cameron Ave. 


FEEDSTUFFS 


Both Cash and Futures 
DREYER COMMISSION CO. 


(At it since °92) 
M 


E: St. Louis, Mo. 
Board of Trade Bldg. Kansas City, Mo. 


DEMON = 


@ GERALD STUTZ, formerly of the 
editorial staff of The Feed Bag, and now 
associated with the fox feed department 
of the Kellogg Co., Battle Creek, Mich., 
announces the arrival of a baby girl, 
Barbara Lee, born December 23. 

@ A. D. BENNETT, Stratton Grain 
Co., Milwaukee, returned recently from 
Florida where he spent several weeks 
vacationing. 


e HENRY GINTER has retired as 
manager of the Vestaburg Elevator Co., 
Vestaburg, Mich., and has been succeeded 
by Norman Miller. 

@ E. R. RISING, Algona, Ia., has taken 
his son into his business which will be 
operated henceforth as E. R. Rising & 
Son. Mr. Rising plans to build a new 
elevator and feed plant next spring. 


ROLLED OATS ——— 


SWEETENED OAT MILL FEED 
CORN & OAT REPLACER 


Des Moines Oat Products Co. 


Des Moines, Iowa 


DAKOTA MILLING CO. 


Mixed or straight cars 
MILL FEED ...FLOURS 


815 Chamber of Commerce 
MINNEAPOLIS, MINN. 


| > FOR FEED CALL « 


““Stormy’”’ 
IOWA FEED CORP. 


Phone 45177. Des Moines, Iowa 


THOUSANDS of hatcheries and 
feed dealers are using Universal 
Cardboard Feeders to help build 
business. You can now offer 
your customers a 24-chick 
capacity feeder at the price of a 
package of chewing gum—and 
every feeder can carry your 
advertisement. Sanitary—saves 
feed—allows all to have full 
feeding capacity. Brings new 
customers in and the old ones 
back. Millions have been used. 
Patented in U. S. and Canada. 
WRITE US ABOUT THIS 
SENSATIONAL FEEDER 


GENERAL DISTRIBUTING Co. 
NEWTON, KANSAS 


MOEBIUS 
PRINTING 
COMPANY 


PRODUCERS OF THE 
FINEST IN PRINTING 
* 
CREATORS OF PRINTED 
ADVERTISING That SELLS 


% ‘SIA IDINVATIW 'N OFS * 


THE FEED BAG — January, 1937 


EST 
CHICK- 

FEEDER 


OHIO 

Paulding Equity Exchange Co., Paul- 
ding, has opened a feed grinding depart- 
ment. 

Farmers Supply Co., Georgetown, sus- 
tained a loss of $1,000 as the result of a 
fire which recently damaged the plant. 

Paul C. Eikenberry has purchased the 
business of Farm Service Stores, Inc., 
Eaton, which he managed for several 
years ‘and will henceforth operate it as 
the Eickenberry seed store. 

Edmund B. Lauman, proprietor of the 
Xenia feed store, Xenia, died recently at 
the age of 76 years. He had operated the 
business for the past 21 years. 

Farm Bureau Cooperative association, 
Belleville, has installed a hammer mill, 
mixer and other equipment. 

Harold Anderson, vice president and 
general manager of the National Milling 
Co., Toledo, has announced his resignation 
to take effect March 1 and will enter 
another business. 

Ashtabula County Farm Bureau associ- 
ation has taken over the Lake Erie Mill- 
ing Co., Jefferson. 
eC. W. HASTINGS has been appointed 
manager of the Grand Traverse Milling 
Co. branch at Central Lake, Mich. 


os 


e HOLLISTER LUMBER CO., Wil- 
liams Bay, Wis., has been incorporated 
with a capital stock of $35,000 to deal 
in lumber, grain and feed. Incorporators 
are Hilda Hollister, Lawrence Hollister 
and Ray Bowers. 


~ Don’t forget to say you saw the Ad in THE FEED BAG 


Wise Choosing Goes With Success 


SHIP TO 


ROY I. 


AMPBELL 


Grain Commission 
Merchant 
Milwaukee, Wis. 


CORN ¢ OATS © WHEAT ¢ BARLEY 
MULLIN. & DILLON COMPANY 


RELIABLE GRAIN MERCHANTS 
MINNEAPOLIS 


Mixed F eeds Pay Big Profits 


DAISY 
FEED MIXER 
& co. 


Do your own mixing with a DAISY triple 
action horizontal batch mixer and double 
the profits of your feed business. No 
competition when you have a DAISY. 

Capacities from 14 to 2 tons per batch. 

Loads, mixes, discharges and sacks a ton 
batch in 12 minutes. Requires minimum 
power. Very compact. Quiet in operation. 
Motor or belt drive. Write for full infor- 
mation and low factory-to-user prices. 


R. R. HOWELL & CO 


2 Malcolm Ave. S. E. 
MINNEAPOLIS, MINNESOTA 


Jacobson Ajacs 


(Hammertyr) Grinder 


Will put real profit in your feed 
grinding business. Many users say 
it is the fastest griuder in its power 
size regardless of price. 


Two sizes: 20-30 or3040 HP. 


Belt or direct 
motor driven. 


Send for our 


new mill 


A.E. Jacobson Machine Works, Inc. 


Sales Office: 405 4th Av. S. 
MINNEAPOLIS, MINNESOTA 


DENVER 
ALFALFA 
MEAL 


Green 
Fresh 


Nutritious 


ALL GRADES and GRINDS 


The Denver Alfalfa 


Milling & Products Co. 
LAMAR, COLO. 


Merchants Exchange: 


ST. LOUIS 
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FOR BIGGER PROFITS ... USE 


YEASTEX 


When Mixing— 


LAYING MASH 

CHICK STARTER 

GROWING MASH 

MINERAL FEED 
and 


ALL LIVESTOCK FEEDS 


YEASTEX< is the IDEAL FEED SUPPLE- 
MENT approved by thousands of leading 
poultrymen, hatcherymen, and livestock 
raisers. For faster growth, higher vitality, 
more eggs, and longer laying periods—USE 
YEASTEX! High percentage of live yeast 
cells assures excellent results. If you are a 
feed mixer, you can well afford to use 
YEASTEX because it is so inexpensive. 
Simply add two pounds of YEASTEX to 
every hundred pounds of dry feed concen- 
trate. The cost of adding YEASTEX 
amounts to only a few cents. Yet the addi- 
tion of YEASTEX will result in greater 
customer satisfaction because your “feed 
mix” will be far more palatable and pro- 
ductive. YEASTEX is a strictly top-grade 
product. Write today for Special prices in 
quantity lots. 


REEL PRODUCTS Co. 


720 OAKLAND AVE.N.E. 
CEDAR RAPIDS,IOWA. 
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We Can Supply You With 
CORN OATS 
FEED BARLEY 


WE are drawing our 


supplies of corn from 
Illinois which is of excep- 


tionally good quality. 


Let us send you our quotations 


THE RIEBS CO. 


Grain and Stock Exchange 
MILWAUKEE WISCONSIN 


Wholesale Flour & Feed Merchants, since 1900 


Quality, Value, Satisfaction 
Plus 
A Fair Price 


BRONCO 
GROUND GRAIN 
SCREENINGS 


14% Protein, 6% Fat, 15% Fiber 
Packed in new 100 Ib. Jutes 


Any Quantity e Any Shipment 


Write or wire today, for quotation 
delivered your station 


J. A. FORREST COMPANY 
MINNEAPOLIS, MINN. 


Clears Millfeed Oat Products Screenings 


Eggs are High— Boost 
Profits Now by Feeding 


MARBLEHEAD LIMESTONE Gh 


This superior Grits made 
from pure sea-shell for- 
mation limestone, helps 
to produce highest quality 
eggs with perfect yolks 
and strong, heavy shells — 
the kind that command 
top prices in this high egg 
market. 


Marblehead Limestone 
Grits are large, bulky, 
sharp-edged and 99% di- 
gestible. No waste — no 
shatter dust—evenly sized. 
Turkey to Chick sizes. 
Packed in 100 lb. Ozna- 
burg bags. Write now for 
samples and prices. “a 


MARBLEHEAD LIME CO. 
160 No. LASALLE ST. - - CHICAGO, ILL. 
Manufacturers of the 
Famous MARBLEHEAD “98” CALCIUM CARBONATE 
FACTOR and MARBLEHEAD LIME RATION 


42 e 


WHERE WILL A 


“firebug” 
STRIKE NEXT ? 


Special Investigators from the Loss In- 
vestigation Department of “The Mill 
Mutuals” employ all the modern methods 
of scientific crime detection in protecting 
you against losses caused by incendiarists. 


A $500 Reward Will be Paid 
by the Mutual Fire Prevention 
Bureau for Information Lead- 
ing to the Arrest and Convic- 
tin of Any Person or Persons 
Burning or Attempting to 
Burn Any Flour Mill or Grain 
Elevator Insured in “The Mill 
Mutuals”. 


Report Any Evidence of Attempts to Burn or 
Destroy Such Property to the 


MUTUAL FIRE PREVENTION BUREAU 


Department of 


Association of Mill and Elevator Mutual 
Insurance Companies 


230 East Ohio Street 
CHICAGO, ILLINOIS 
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YOUR MASHES 


mportant 


Announcement 


... Regarding New Regulations 


of Feed Control Officzals 
Effective 1937 


UY these new regulations an important 
change has been madein the method of measur- 
ing the vitamin D content of oi] supplements used 
in poultry feeds. When this new ruling becomes 
effective it will no longer be necessary to show on 
the drumhead the minimum percentage level at 
which the product is guaranteed. Instead, the 
vitamin D potency of all oil supplements will be 
expressed in terms of A. O. A. C. Chick Units. 
CLO-TRATE will be guaranteed to contain 400 
A. O. A. C. Chick Units of vitamin D per gram. 


Why not let us send you further information? 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Cod Liver Oil Concentrate Products 
NEWARK, N. J. CHICAGO, ILL. 


A reliable source of Cod Liver Oil 
fortified in vitamins A and D 
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1 
4 
j 
i 
ty Vitamum Tested 
CONCENTRATED 
COD LIVER OIL 
= For Poultry and Live Stock 
‘ 


FLOUR 


HE quality of wheat governs the quality of 

flour. It takes the best wheat to make the 
best flour and King Midas is proud of its facilities 
for buying and storing the finest wheat available. 
We operate hundreds of country elevators, strat- 
egically scattered throughout the spring wheat 
belt, together with millions of bushels of grain 
storage capacity at Minneapolis and Hastings. As 
a result, we are always assured of a source of sup- 
ply from which to choose just the type of wheat 
necessary to maintain the constant, never failing 


quality of King Midas flour. 
Vo 


“The Highest Priced Flour in 
America and Worth All It Costs” 


KING MILLS 
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